NATIONAL VOICE OF THE TRADE 








T H R OF U G H 


... and right there is the reason for U. S. Footwear 
leadership and the preference among your customers 


for these famous brand names: 


U. S. KEDS* U. S. GAYTEES* 
U. S. WATERPROOF FOOTWEAR 


*REG. U.S. PAT. OFF. 


@ uNiteD STATES RUBBER COMPANY 


ROCKEFELLER CENTER, NEW YORK 
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Sling back pump on a wall last. 
Extension sole, 16/8 heel. By 


BROWN SHOE CO. 
St. Leuis. Me. 


dirsteps are nationally advertised in 
Life and Mademoiselle 


Tandrite Calf, Color No. 313 


ANDRITE 


For Tandrite Calf is the essential be- 
ginning of beauty in a truly fashion- 
perfect shoe. ... Tandrite presents 
the inimitable combination of quality, 
color, finish and durability in calfskin 

. the alliance which pays off in 


profits at America’s elite shops. 


C1 Vin Mev 
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The Line Where Quality and 
Volume Meet 


Vitality Shoes have walked their way into the hearts 
of thousands upon thousands of women. For money’s- 
worth buys . . . for real chic . . . for enduring quality, 
Vitality Shoes have no peers in the greatly profitable 
middle market! 






Vitality Open Road Shoes for Outdoor and Campus Wear 
Made ty ewtmevica’s Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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Independence Is A Wonderful Thing! 













































































Holland-Racine Dealers 
place a high value on their inde- NATIONALLY ADVERTISED IN 
pendence and so do we. Seeing eye e 1€©. ‘ 

to ean ob Ge Gepeden of Gh POST COLLIER’'S LIBERTY ESQUIRE 
independence, we seek at all times 
to strengthen it, never to compete 
with it, through company stores. 


“WSF Sroe_ a 


PRODUCTS OF PRIVATE ENTERPRISE — FOR INDEPENDENT DEALERS ONLY... 

Three comprehensive, Nationally Advertised lines—and as the ads say: sold only 

by independent dealers who are professional hands at shoe fitting; double assurance 
¢ 





satisfaction. 


HOLLAND-RACINE SHOES, inc. %cuts%2 












































quite warm, ninely 


| now. Strong demand 


ll over country for white 








G. LEVOR & CO.. INC. 
Tanners Since 1876 
GLOVERSVILLE, N.Y: 
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An army 
marches on its feet. F 


No doubt, when Frederick the Great 
made his famous statement ‘‘an army, like 
a serpent, travels on its belly’’, he meant 
that an army couldn’t go anywhere unless 
food was available. This no one can deny. 

But, in his long career, Frederick prob- 
ably lost more men because the soles of 
their shoes were gone than he lost because 


of lack of food. 


Actually we find that throughout the 
history of warfare, battles were won by 
the troops who could travel the fastest 
and farthest—on foot. 

Even in the latest war, with all its 
mechanized equipment, the infantry still 
slogged along on its feet—and on leather. 

And today miilions of civilians know— 
as the military leaders have known aa 
through the ages—that for durability | 
combined with foot-comfort there is no | 
satisfactory substitute for sole leather. 

And remember—a sole tanned the 
American way makes any shoe a better 
shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI — CHICAGO ST. LOUIS BOSTON 
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A dealer service 


with the i ff 
ufone 


What do we mean by “dealer viewpoint?” Take 
a look at the new Walk-Over Men’s and Women’s F 





Plan Books (now out for Spring and Summer) 


and you'll see. 


You'll see that we mean a well-thought-out, well- 
integrated plan. We mean advertisements that 
not only sell shoes, but sell your store as well. We 
mean tie-ups that link your local advertising to 
-Walk-Over’s prestige-building national campaign. 
We mean cards, posters and displays designed in 


just the size and form that you—the dealer—have 


told us best suit your needs. 





WALK-OVER 
Mens. and Womens Shoes 


Geo. E. Keith Company, Brockton 63, Mass. 
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PLATFORM = : 
UPPER CEMENTING COVER CEMENTING LIP CEMENTING ° 


oe “oe ‘ —, eo ee oe : 
Z. Cobia nies ‘ A _™ a >» 
% 


: TEX eels: ind BE\BE BOND, solvent type, synthetic rubber 
com be s have been developed with one objective in mind — to meet the 
sequivell ner of shoe manufacturers for efficient general shoemaking cements. 
There is a & om. n for each adhesive operation for every type of shoe. 


The performance @uality of each number is a result of extensive 
research with the beshof available materials. This is followed 
by thorough testing and re! Hin in factory production before any _ 
cement is included in the liné“The continuation of a high stand- — 
ard of performance is assured by lat atory control and constant 


attention to variable shoe industry Operating conditions. 

In the BE BE BOND line a limited Humber of crude rubber 
cements are now available. Your United representative will be 
glad to assist you in determining the most advdil eo uses for 
your allocation of crude rubber. EZ 


BOTTOM CEMENTING SOLE CEMENTING PLATFORM CEMENTING 





Products of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts | 
; 
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THE TAYLORMADE SHOE | TAYLOR-ED 


Nationally Advertised in 


SATURDAY EVENING POST 
ESQUIRE — TIME ‘ for Heavy Duty 
‘sad NEWSWEEK 





E. E. TAYLOR CORPORATION. MANUFACTURERS - BOSTON, MASS). 


Be) 
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we know the retailer is... and the consumer is 
.. . but are YOU ready for CLOSED TOES! 








gone: Wing 








7 


K 
AMERICAN PRODUCTION OF 
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by you we mean those shoemakers who have 
been wholly or largely making open toe 
shoes for several seasons. 


Perhaps you’re one of the many who fore- 
saw the current demand for closed toes and 
you're ready for action with bins full of 
smart closed toe lasts. Perhaps even now 
you're cutting closed toe uppers. Don’t wait 
until you’re ready to last shoes before 
learning all you'll need to know about box 
toes — not only the types required and how 
best to use them — but when you can be 
supplied. Not all box toes are readily avail- 
able. Neither are all types of equipment. 
Get your Beckwith agent’s recommendations 
as far as possible in advance of production. 





BOX TOES 


BECKWITH MANUFACTURING COMPANY 
Dover, New Hampshire 


Subsidiaries Agents 


Azpen-Rarsure Company Warscet-Gunmax Comrant 
Watertown, Massachusetts St. Leuis, Missouri 


Becawrrn Mrc. Co., Lro. C. J. Soezs, Ivconrosarae 
Sherbrooke, Quebec, Milwaukee, Wisconsin 


Becawrrs Mrc. Co. or Wisconsm Tae Geo. A. Sruivcucme Co, 
wo . ‘ Wi = ° Cm cinnati Ohio 
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Search where you will, you cannot 
find moccasins so thoroughly perfe~t 
in every authentic detail, as these. 


HAno (eft wr HAMMOND 


HAMMOND MOCCASINS, we. 


BANGOR, MAINE 
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Che Packard Shoe... 
styled for smart service 






The Packard shoe never departs from the correct 
course of fine styling. Packard shoes render the 
service men expect from a name so notable 


in footwear. 








Always in good standing 





Style r124 
Comet Last 


M. A. PACKARD COMPANY, BROCKTON, MASS. 
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You will beam too, if you select the | 
RIGHT line of 1947 play shoes 


(04 Pr 
On Ke RRs 


ty Cambridge 
Consumers will really go for breath-taking new 
1947 casual styles — like the Florida Process 
Finger Gang-Way style by Cambridge. 


Duration years made styling a luxury, pairage 
production was a necessity—casual styles be- 
came stale, and consumer buying fell off as 


shortages eased. 


Cambridge brings you a brand new line for 
1947 —excitingly different . . . enticingly attrac- 
tive ... and economical too— for the consumer 


is nily counting the dollars and cents again! 


we Cambridge sre conan 


FIRS i Fat Fashion 


C4 @0 8282 8 4 
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MASSACHUSETTS 





Make the sun shine on YOUR sales in 1947 by featuring casual styles by Cambritge — FIRST in Foot Fashion! 





























Cectam CaGh- 


is the leather that sells your shoes 


... when favorable first 
impressions are important 





Busy executives— going from board meeting to 
board meeting and from factory to factory — de- 
= upon creating favorable first impressions to 

elp them get things done. That is why they are 
careful about their shoes —— and why Cretan Calf is 
so popular with these “top-drawer” business men. 

Shoes ‘made of this famous vegetable tannage — 
with its soft, lustrous richness— have a custom- 
made appearance. Automatically, they lend an air 
of prestige to the wearer. 

And business-men-under-pressure find the going 
easier, too, because the lifetime supple softness of 
Cretan Calf provides unusual comfort. 

Gallun leathers can help you build a faithful fol- 
lowing — not only among prominent business lead- 
ers, but also among their thousands of imitators in 
matters of dress. Check the Gallun numbers in your 
orders to leading shoe manufacturers. A. F. Gallun 
& Sons Corporation, Tanners, Milwaukee, Wis. 
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More by the Pair. . . 


February |, 1947 


STETSO 


SHOE 


Less by the Year 


of 1941 


GOING INTO ANOTHER BIG YEAR 
OF STETSON 
ADVERTISING! 


For 1947, Stetson will continue its national 
promotion with undiminished vigor. The 
Stetson name and the Stetson story of quality, 
comfort and style will reach a larger audience, 
than ever before —an audience composed 
largely of men who appreciate and can afford 
a finer shoe. Unusual profit opportunities 
await those fortunate Stetson retailers who 
continue to give this outstanding line the 
support it deserves. The Stetson Shoe 
Company, Inc.. South Weymouth 90, Mass. 






Saturday Evening Post monthly seasonally in the nation’s best 
shronghous your best selling — men’s fashion magazine 
seasons . Esquire. 


Eye-catching half-page ads in the Big, dramatic full-color pages 














One of a series of advertisements showing the importance to American industry of the underwriting and distribution of investment securities. 
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HOLIDAY’S— 


a Dennctsee Sey 


When you think of Tennessee you 
think of many things, but seldom do you 
think of shoe manu- 
facture. But from a 
small beginning in 
that state has come one of the most strik- 
ing sagas in the whole story of American 
business enterprise . . . the story of a 
company which today is integrated from 
hide tanning to shoe polish, with retail 
stores, subsidiaries in Mexico and Peru, 
and no less than seven popular shoe 
brands on the market — General Shoe 
Corporation. 


Civilians, Women, Children... 

After incorporation in 
1925, the company ex- 
panded from the manufac- 
ture of men’s shoes into 
other lines, including wom- 
en’s and children’s footwear, purses and 
handbags. And soon the advantages of 
controlling production of part of the 
material needed in manufacture became 
apparent. 

Naturally, increased capital was re- 
quired as the booming business grew, 
and in 1939 an issue of common stock 
was underwritten and offered by a syn- 
dicate headed by Smith, Barney & Co. 
Continued growth required additional 
money and the development of a com- 
petent financial program and so, subse- 
quently in 1941 and 1944 debentures 
were sold. In 1946 these were advan- 
tageously refunded by the sale of pre- 
ferred stock and at the same time new 
capital to keep pace with the expansion 
of General Shoe was again provided by 
the sale of additional common stock. 





14 





..- And G. I’s 


Thus competent man- 
agement, including a care- 
fully planned financial 
program, enabled the com- 
pany, among other things, 
to undertake needed production for our 
armed forces during the war; during 
1945, 24% of the company’s production 
consisted of military orders, and many 
a General Shoe heel has trodden the soil 
of Honshu. The expansion included the 
acquisition of foreign affiliates, produc- 
tion of finishes and dressing for its fac- 
tories, a tannery to produce part of the 
“uppers,” manufacture of heels for its 
own shoes and cartons to wrap them in 

. . even polish to shine them and 85 
outlets in 50 cities, including the Flagg 
Bros. and Holiday's stores, through 
which to sell some of them. Principal 
advertised trade names are Jarman, For- 
tune, Skyrider, Friendly, Acrobat, Flagg 
and Hardy. 


Again the Sinews 
i Quite a story of 
growth in two decades. 
From 120 to 10,800 em- 
ployees -— new jobs cre- 
ated, with the annual payroll increased 
from $250,000 to many millions. 
Returns to investors have been over 
$6,000,000 in this same period. 





15,700,000 pairs of shoes annually now 
contribute to a higher standard of living 
in America—all helping to build a bet- 
ter America. How was this done? The 
answer is quickly given—through bring- 
ing together good management and 
capital to provide the tools and labor 
required for greater productivity. This 
is the function of an investment securi- 
ties firm like Smith, Barney & Co. Re- 
peatedly our advice and facilities for 
anderwriting and distributing securities 
have proven valuable to General Shoe 
Company and it is our role to provide 
judgment and professional knowledge 
in determining the best financial pro- 
gram in any givén situation. 


Advantages to You 
The advantages derived 
from the relationship be- 
=| tween General Shoe and 

Smith, Barney have been 

duplicated elsewhere, not 

once but often in the long 
history of this firm and its antecedent 
firms; in the future we hope to render 
equally valuable service to others. To 
tell you more of the story of our firm, 
we have prepared a booklet entitled 
“What Smith, Barney & Co. Offers 
You.” A copy may be obtained on re- 
quest to Department Y, Smith, Barney & 
Co., 14 Wall Street, New York 5, N. Y. 


Smith, Barney & Co. 


Members New York Stock Exchange 


Philadelphia 


NEW YORK 


Chicago 


ONE INVESTMENT FIRM THAT CAN MEET ALL INVESTMENT REQUIREMENTS 
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Show that you sell the 
proven ORIGINAL...NOT a Copy! 4 
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Ves know the value of repeat-purchases. 
That is why you insist upon time-proven and 
tested products. 


When you turn that Work Shoe over and point 
with pride to the Vul-Cork Seal of proven qual- 
ity .. . relying upon Vul-Cork’s 10-year recerd 
of radically outstanding long-wear economy 
and all-round satisfaction, to help you over- 
come today’s price resistance in closing your 
sale—you know you have made a friend of 
another worker for life . . . he will come back 
again and again asking for shoes with Vul-Cork 
Soles. 


CAMBRIOGE 


Vul-Cork 


Sure fooled Soles 


Long-wearing ruggedness—made and tested 
to withstand the rigors of gravel, rough ter- 
rain, metal scraps, and mud. Soles that out- 
wear ordinary soles. 


Proven sure-footed non-slip grip on any 
ordinary surface. 


Resilience, yet flexibility. 
Light weight and insulation both. 


The Nation’s leading Work Shoe Manufacturers feature Vul-Cork Styles 


Allen-Squire Co., Spencer, Kaffrarian Bros. Bocts (Pty) Ltd. 
Massachusetts King Williams Town, So. Africa. 
Allen-Squire Shoes Milwaukee Shoe Company, 


H. H. Brown Shoe Co., Worcester, Milwaukee, Wisconsin 
Mass. . —— King Shoes for Men 


Gertie Brené ? National Shoe Compan, Divisi 
= ee & Co., Inc., Pittsburgh ‘of Craddock Terry, Shoe om 
22, Penna. ; 
Iron Safety Shoe i. r a 
General Shoe Corporation, Albert H. Weinbrenner Co., 
Nashville, Tenn. Milwaukee 1, Wisconsin 
Statler Service Shoes Thorogood Work Shoes 
Joseph M. Herman Shoe Co., Weyenberg Shoe Mfg. Co., 
Millis, Mass. Milwaukee, Wisconsin 
Hanover Shoe Company, Hanover, Weyenberg Shoes Compere Hound's Pew 
Penna. Worcester Shoe Company, with Vul-Cork Sole... 
Hanover Shoes for Men and Worcester, Mass. note identical suction 
Men’s Welt Work Shoe cup principle. 














a BEFORE ana AFTER story 


made possible by 


G 
ypra-TEMPER” 


BEFORE PRODUCTION A master fitting 






to a run of lasts is the first step in United 


shank making. 






PRODUCTION STARTS as the bend and form of the 


original fitting is transformed by machine to thousands of identical units 


AFTER VITA-TEMPERING the shanks are tough . . 


uniform — direct results of modern heat treating and close regulation by 


highly developed controls. 











o.-—— 
TEMPERED Shanks fit like the precision-made master models. 











That is why VITA-TEMPERED STEEL Shanks 


help shoe manufacturers obtain an even, bal- 






anced tread in every pair of 








finished shoes. 


UNITED SHOE MACHINERY CORPORATION %e, 
BOSTON, MASSACHUSETTS : 


“f SH 


Boot and Shoe Recorder 


























on THE WAY 


> 
“ 
. 







Pp 
me OO] 
ee | 






Your BALL-BAND 
Salesman is on the way with 
the new 1947 Fall line 

of Waterproof and Woolen 
footwear. BALL-BAND quality 
and style make it outstanding. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
MISHAWAKA, INDIANA 


The RED BALL points the way to profitable merchandising. 





February |, 1947 17 














“Half the fun of having feet” for Young America since 1907 


NY 





Fach Generation Cuts Fancy Figures .. . 


on the ice of the old skatin’ pond. Modern youngsters like to 
do pretty much the same things their parents did. One of them is 
wearing Red Goose Shoes. And each year rather fancy sales fig- 
ures are chalked up by merchants who stock the Red Goose line. 


For over thirty-five years now young Americans have wanted 
and worn Red Goose Shoes. They are styled to appeal to the 
young idea. Parents approve of them, too. They wore them 
when they were young; and know from experience how well- 
made, sturdy and economical Red Goose Shoes are! 


If you'd like to steer some of this demand to your store, write us. 


2d, Go0se, 


THE BEST KNOWN JUVENILE SHOE 
TRADE MARK IN AMERICA. . - 












@ THIS IS RED THIS IS RED 


GOOSE STYLE 
No. 3570-3 






No. 3678 











RED GOOSE DIVISION « INTERNATIONAL SHOE COMPANY @« ST. LOUIS 
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GOOSE STYLE 





























Cast of Characters 


tr A HIT! 


@ Costumes authentic, eye-attracting . . lines rehearsed to perfection . . media proved by years 
of experience—these colorful characters ore cast for another Fortune hit. Yes, come Spring 
and Summer, 1947 and Fortune will stage for you, the Fortune dealer, the most elaborate advertising 
and promotion campaign in Fortune history— a compaign based on seven full page, full color 
ads in Collier's and True, using the above illustrations . . plus two complete sets of window panels 
with the some illustrations (enlarged and in full color) to tie in your windows with the national 
ads. What this means for you is more traffic, more volume and more profits with your 1947 


Fortune line — America’s leading line in its price range. Your Fortune salesman has the details. 


RICHLAND-DAVIDSON SHOE CO + DIVISION GENERAL SHOE CORP * NASHVILLE + TENN « SHOES FOR MEN 
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‘LvouR"CASUATY 


Don’t get caught with bare shelves. Don’t be 


frightened by uncertain prices. Don't let con- 


sumer resistance fool you. Consumers are 


buying casuals —they’re buying Greggies- 
Orders for Greggies are pouring in from 


all over the country. Greggies come in 21 


gorgeous different styles and colors across 


the board—for men, women and children. 
And Greggies are backed by the largest ad- 


vertising appropriation ever put behind any 


single brand of casuals. 


Soe! 


Greggies are built right. The uppers 


to the famous are stitch- 
Rub-R-Rope Soles. Ti hes welded 
— customer 


happy ca 
svals! Eliminat 
es costl 
right—for tod St ag 
‘ : si 7 
p , Ne es : tomorrow—always! Get your ai 
y, gainst late deliveries and em “4 
; oe! aes by Regional Offic sit 
ona 
pears. <a Bechagon tes give every ilioe ie we kage 
ing advantage — from pathy a" 
coast. 


©T 
THE GREGG COMPANIES, INC. stig GREGG COMPAN IE 
S, 


Regional Offic M 
es r. George R 

3345 , Rogers BOSTON IN C 

Tele ae veison Drive, N.E Mr. Albert Steven CHICA . 
phone: Cher . nse) s M Go 
okee 1379 Teleph uncy Street rt. Seymour Shan CLEVELA 

ephone: Hubbard 0718 A nate Street “ on Wolloce Pe 
Phone: Central 4751 362 West 6th er 
Street 


Telephone: Main 2104 

















NC. 


AND 

B. Fowler 
th Street 
iain 2104 





Biggest advertising appropri- 
ation ever put behind a single 
brand name — Greggies. 
Watch for the full color, full 
pages in SEVENTEEN, TRUE 
STORY, MADEMOISELLE, 
SCREEN ROMANCES, MOD- 
ERN ROMANCES, MODERN 
SCREEN, TRUE . . . reaching 
35,000,000 readers this 
May and June—two terrific 
sales making wallops! 


Stee! 
allen bene too! 


Four styles at the rock bottom 
ne suede or gen price of only $3 and $4 retail. 


In rich, soft, genui —on the 
in two styles of fin- vine grain polished << with full 
est, heavy grade famous Rub-R-Rope ‘ 


wn, red. 
6 oz. luggage leather heels. In beige, — price! 
leather —for only At only $5—0" unbeato 
$2.50 retail. 


The only casuals on the famous Rub-R-Rope Soles that 
20 million men and women have bought. Greggies are 
made by the originator, inventor and largest manu- 
facturer of Rub-R-Rope Soles in the world. 


210 Broadway, Bayonne, N. J., Bayonne 3-4603 


DALLAS DENVER LOS ANGELES NEW YORK PHILADELPHIA 
Mr. Hons H. Wulf Mr. Chorles l. Major Mr. J. Henry Volker Mr. Murray Levine Mr. Lowrence R. Jorvey 
9337 Biscoyne Drive 2330 E. 13th Avenve 307 S. Hill Street 421 Seventh Avenue 1418 Wolnut Street 
Telephone: F2-1393 Telephone: Mutual 0469 Telephone: Chickering 4-3712 Telephone: Kingsley 5-1383 
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SHOES 








Quality is a big factor with the Julian Kokenge Company, makers of the nationally ad- 


vertised Dr. Locke shoes. They use Colonial Insole Splits because they are smooth, 
flexible and comfortable as only a fine insole can be. Colonial Insole Splits are econo- 
mical to use, too. They are easy to channel, and hold stitches firmly. They are uniform 
in thickness, and are trimmed, making cutting waste unnecessary. To keep quality up 


and costs down, use Colonial Insole Splits. 


COLONIAL TANNING COMPANY : Boston II, Massachusetts 


22 Boot and Shoe Recorder 














what is competition? 


Is it rivalry? Is it cheapening of commodities? No. 












Competition is the economic force that guides a business to 


produce goods and services up to a standard, not down to a price. 


When you come to think of it, business would be a hum- 
drum affair without the stimulus of competition. It inspires the 
development of better manufacturing methods, better designing, 


better materials. 


It is on this thinking that the Air-Tred Shoe Corporation’s 


entire philosophy of business is based. 


Retailers selling Air-Tred Shoes face competition with full 
confidence that 1947 will prove—competitively—a prosperous 


year. 


Sl Feed Sloe Conp. AUBURN, MAINE 





(AIR-TRED) 


AL) Dl 


A NAME YOUR CUSTOMERS RESPECT... SHOES YOUR CUSTOMERS WEAR WITH PRIDE 
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For men, women, boys, girls 


Huskies is live merchandise, nation- 
ally advertised, with the brand new 
1947 sales appeal you seek for 
volume business. Attractively boxed 
for customer appeal. Popularly 
priced for mass merchandising. 











Hussco Shoe Company: Factories: Honesdale, Pa. 
New York Office: 1328 Broadway, New York 1,N.Y. + Telephone: Wisconsin 7-1709 














High Price 


This is the hide from T. O. 
Pride; a steer, sold for $42,600 
at the American Royal Live- 
stock Show in Kansas City. 

It is being made into a 

piece of choice leather, ear- 
marked for a pair of boots... 


by Coulson, for many years the selection 
of Acme and other manufacturers who 
build top quality footwear. 


High Steppin’ 


ACME Boot Manufacturing Company, 
Bootmaker Craftsmen of Clarksville, 
Tennessee, bought the hide, for uppering a 
pair of $3,500 retailers. This pair of boots 
will be displayed throughout the 

nation, representing the finest achieve- 
ments in animal culture, tannage, choice of 
materials, and quality bootmaking. 


Coulson Heel Company 
Heels — Cut Soles — Counters—Top Lifts 

Division of Rubber Industries Inc. 

Hanover, Pennsylvania 


Boot Pictured is one of Acme’s prize in-stock styles 
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“slipper-free where your foot bends” 





Qh Qua Vein Idea. 
in Shoe Combnt” 


Steady promotion * of “ Slipper-Free 


- Where Your Foot Bends” . .. the solid comfort 


that comes from invisible extra width 
across the ball of the foot... is keeping 
Bates Originals on the move. 
Made in Webster, Massachusetts, since 1885. 
*In ESQUIRE, NEWSWEEK, tuneful 


radio recordings, smart displays, etc. > j 






















Retail Advertising Index 


Women’s Branded Shoes in Daily Newspapers 










In Cities of 100,000 or Over 
Dec. 30, 1945—Dec. 28, 1946 


Figures by The Advertising Checking Bureau Inc. 








Total Total 
Brand Ist 2d Brand Ist 2d 
Lines 6 Mo. 6 Mo. Lines 6 Mo. 6 Mo. 
1946 1946 1946 1946 1946 1946 
dier of 46,392 17,550 28,842 a 14,323 4,002 10,321 
46,390 21,377 25,013 California Patio. 14,299 11,005 3,294 
. Ce cctees 14,201 8.902 5,299 
Mi E . . i i 44,929 21,508 23,421 Pixies ... 13,862 12,328 1,534 
Oomphies 624,831 217,095 407,736 Morris Wolock . 44,338 15,333 29,005 Balance in Mo- 
— 519,474 271,450 248,024 Flirtations x 44,298 11,447 32,851 Pt aan 60 sce 13,431 8,821 4,610 
ati ee 411,287 200,449 210,838 Pe Bs c0cte 43,204 31,099 12,105 Jaunties ...... 13,374 10,212 3,162 
Mademeisclie 403,573 174,080 229,493 Stetson ...... 42,971 24,097 18,874 Glamour Debs. . 12,882 5,403 7,479 
Coanle <.cccce 88,720 216,327 172.393 Miracle Tread 41,921 20,872 21,049 Narjos .. 12,860 8,766 4,094 
Customcraft 285.676 166,071 129,605 Courtre’s ..... 41,471 23,530 17,941 Life Guard . 12,725 7,394 5,331 
De Liso Debs.. 294,811 150,507 144,304 ES 6 akeenee 40,020 23,482 16,538 Sun Dial . ‘a 12,662 1,737 10,925 
Andrew Geller. 285,165 128,818 156,347 Mackey Starr .. 38,998 18,274 20,724 Prima Ballerina. 12,630 8,347 4,283 
Marquise Originals 276,768 94,652 182,116 Springstep ° 37,320 27,852 9,468 Chanell ; 12,575 10,265 2,310 
| eee 252,817 125,369 127,448 CRED cccdece 36,144 18,757 17,387 Collegeset : 12,574 ves 12,574 
Town & Country 251,657 123,361 128,296 Ted Sava] ..... 35,897 16,921 18,976 Urleene Chaplain 12,352 10,014 2,338 
Enna Jettick 250,136 143,968 106,168 Treadeasy .... 35,311 19,764 15,547 Pennmoor .... 12,173 8,612 3,561 
PRREED cccce 239,217 99,563 136,654 Regency .. 35,016 15,345 19,671 pe ee eee 12,135 10,909 1,226 
Air Step ..... - 237,922 106,331 131,591 Grandeur's 34,877 17,682 17,195 Jungle Flats . 12,095 12,095 msiiaeih 
Buckens ...... 232,205 149,430 82,775 Hollywood Scooter 34,467 18,338 16,129 Ranger .. 12,066 6,078 5,988 
Jacqueline . 225,064 84,698 140,366 Valeraft ...... 3.765 13,658 20,107 Célella .. 12,049 3,241 8.808 
Johansen ..... 217,575 84,052. 133,523 Foot Rest ..... 33,739 22,379 11,360 Bloomease .... 11,715 1,309 10,406 
a . 215,157 113,905 101,252 Doris Debs . 32,882 19,750 13,132 Kimel of Cak- 

Preservers 214,221 =131,066 83,155 Barbara Gay 32,294 -896 31,398 fornia. . .. 11,681 5.644 6.037 
Rhythm Step 211,921 103,675 108,246 VoguesbyJamesie 31,376 9,968 21,408 Julienellis . . 11,506 400 11,046 
Paradise ...... 205,764 88,005 117,759 | ae ae 1,155 ion See Avenue Ballets . 11,456 11,456 ease 
Daniel Green .. 204,232 36,463 167,769 California Sun- California 
Walk-Over .. 202,732 97,362 105,370 ee ae 30,231 16,756 13,475 Palmees .... 11,342 6,662 4,680 
Laird Schober. 201,939 105,569 96,370 Kay Karzmar 30,165 13,624 16,541 Lido Casuals... 11,017 7,574 3.443 
Paris Fashion . 198,716 106,621 92,095 Feeleez ..... ° 30,044 8,430 21,614 Natural Tread. . 10,966 5,642 5,324 
Frank Sbicca 192,608 90,317 102,291 La-Fayette 29,818 12,176 17,642 Lazy Bones 10,756 4,107 6,649 
Palter De Liso 187,860 88,595 99,265 lenihan . ° 29,382 4,784 24,598 OE Se 10,675 2,202 8,473 
Florsheim ..... 186,033 112,158 73,875 John Marino .. 29,049 9,012 20,037 Pronto .. 10,643 4,864 5,779 
DED esceses 181,545 42,648 138,897 Fortunets ..... 28,891 1,910 26,981 H. Sambros 10.569 6,089 4,480 
Mercury ...... 168,957 72,697 96,260 Magic Stride .. 28,588 15,571 13,017 Cushionized De 

anew 167,941 73,360 94,581 Dr. Locke ° 28,549 22.299 6,250 Luxe 10,427 6.706 3,721 

ten | naveen 159,567 77,459 82,108 Monomac ° 28,492 7.551 20,941 Modernaire 10,300 5,140 5,160 
eacock ...... 152,687 76,285 76,402 Grayflex ..... 27.951 14,017 13,934 eo 10,126 3,572 6,554 
Berclont Original §=152,137 83,379 69,758 pezio ..... ° 27,894 15,525 12,369 Cambridge .... 9,981 1,615 8,366 
Urbanites ..... 151,259 67,510 83,749 Conformal .... 27,527 12,798 14,729 Floradora ..... 9,964 1,227 8,737 
Natural Bridge. 146,840 77,404 69,436 Foot Delight .. 26,898 25,302 1,596 Hylander ° 9,850 5,828 4,022 
Avonettes 144,844 88,592 56,252 L. J. O'Neill... 26,757 4,478 22,279 Cradle Heel 9,849 7,587 2,262 
Penaljo ...... 141,152 76,552 . 26,172 7,632 18,540 Paragon ..... 9,760 9,486 274 
Seymour Troy 127,850 68,729 59,121 26,094 12,553 13,541 Jolene . 9,723 4,699 5,024 
American Girl 124,697 59,714 64,983 25,680 14,686 10,994 Mary Lou ..... 9,673 8,091 1,582 
| eee 119,917 68,256 51,661 25,641 20,601 5,040 Walk Master 9,611 1,014 8,597 
Cobbler's ..... 118,282 61,618 56,464 25,257 20,876 4,381 Se 9,547 7,672 1,875 
Old Town 24,907 22,264 2,643 Handi Shu 9,525 2,903 6,622 
Trampeze .. 115,829 9.960 105,869 Fancy Free- Savagity. . 2... 9.516 6,719 2,797 
Queen Quality 112,800 56,296 504 Ellfred . e 24,741 9,446 15,295 Nobies. . 9,509 7,264 2,245 
Paramount 111,584 37,357 74,227 Ra Fees ccccce 24,220 11,742 12,478 Fantasy Original 9,441 9,096 345 
Bally of Spalding . 6 23,657 11,189 2, SE iesecs 9,245 5,567 3.678 

i . 105,879 54,372 51,507 Beleganti . e 23,531 200 23,331 Gallen Kamps. . 9,210 9,210 cual 
Foot Savers ... 105,418 69,892 35,526 Wolfelt ..... 23,222 17,199 6,023 Play a Bout- Toni 
Newton Elkin . . 95,837 38,594 57,243 Daytimers .... 23,147 9,350 13,797 i souae 9,200 7,680 1,520 
Oldtown Trotters 3,088 15,054 78,034 Kickerinos ... 23,120 14,764 8,356 ED wawireres 9,048 7,317 1,731 
Se, sccaes 9,256 45,898 43,358  sosee 23,017 13,615 9.402 $$ Scamper...... 8,989 6,239 2,750 
Physical Calture . 89,221 48,669 40,552 Rie Tes8 .ccce 22,219 8,437 13,782 § Cormons ..... 8.969 jaws 8.969 

a wetes ° 7,233 4,644 82,589 Cantilever .... 22,031 12,192 9,839 LaBelle Originals 8.796 — 8,796 

i vee 83,951 41,309 42,642 Arch Aid ..... 20,804 15,447 5.357  § Styleader ..... 8,784 5.415 3,369 
Toni Drake ... . 14,987 63,822 Heel Latch .... 20,723 8,257 12,456 Banff Boots 8,598 130 8.468 
Casual Classics. 76,850 36,026 40,824 Cathy Casuals. . 20,557 ates 20,557 Mh csesee 8,488 5,693 2,795 
Carmelletes ... 73,690 35, 38,596 Cricketts ...... 20,140 14,998 5,142 inkelman 8,437 4.955 3,482 
Martinique .... 72,206 20,717 51,489 Mel Preston ... 20,087 10,146 9,939 Air Flight . 8,270 6,997 1,273 
Ropeez ....... \ 55,873 14,933 PT sscese ° 20,004 8,850 11,154 8-Teens ...... 8,246 4,228 4,018 
Thomasetti ° 69,824 44,724 25,100 Wilbur Coon .. 19,629 8,956 10,673 Kane . 8,129 6,482 1,647 
Life Stride . 67,831 41,020 26,811 Bromley ...... 19,288 14,736 4,552 California Sun 
Rice O'Neill . .. d ’ ae ae -)—6 6 06 EE ccccous 
Trampalongs .. 66,110 43,036 23,074 Van Arden... 19,094 7,597 11.497 ‘Tupper ...... 
BritishWalkers.. 66,079 36,487 29,592 Dixie Deb .... 19,025 10,484 8541  Loupine ...... 
Illing of California 
ae 5 
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st among 480 Branded 


Lines 


A. SANDLER CO., ESSEX AT SOUTH ST., BOSTON, MASS. 
Reproduction courtesy of Women’s Wear Daily 
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1,700,000 
Boston in cities 


000 population according to 
ives Sondler a total of olmost 


According to Women's Wear Advertising Retoil 
Index. Retailers also devoted about 


lines of odvertising to Sandler of 
and towns under 100, 
cvoilable figures 


+ 
! 


3,000,000 lines for the yeor. 


Bureou. This g 


A. SANDLER CO., Essex at South St., Boston, Mass. 





1947 


February |, 











That’s why Invincible Roll 
Setting Aluminum Eyelets 
in large sizes are so prac- 
tical and desirable for 


children’s shoes. 





COLORS 


They are available in Pink and 
Blue as well as in all other 
standard colors. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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RUGGED! PRICED RIGHT! 
MEN’S BOYS’ 
72 


2.972 2.82 









No. 530 Men's Brown Elk 
No. 531 Men's Black Elk 
No. 450 Boy's Brown Elk 


No. 451 Boy's Black Elk 


V Heavy Elk leather upper THIS shoe is rugged, comfortable, 
¥ Zebra Cord on end Sole and Heel long-wearing. It’s a mighty fine 
V Leather covered insole . anal 

¥ Leather Counter pocket ante ened “= a seb pa 
v Drill vamp lining price, Detiberately mate and prises to 
v Leather back stay meet and beat competition, this shoe will 


¥ Moccasin toe make friends and profits for you. 


Iu-Stock for rbt-Once Delivery 


36 PAIR CASE LOTS ONLY © MEN'S 6/11, 7/12 BOYS 1/6 
WRITE FOR SPRING CATALOGUE 


\ WHL-BUIL SHOE COMPANY smsoso ws J 
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“Philadelphia 


cry. 


















L Footwear buyers, now more than 
ever before, turn to “Philadelphia First.” ‘4 
Along the eastern seaboard, no other 
shed clad Uinta ac teteinn: 
advantages. Years of cooperative effort by the 
"PHILADELPHIA SHOE WHOLESALERS'ASSOCIATION. 


assures for you @ profitable buying trip. 


ALEXANDER RUBBER CO. * BANNER SHOE CO. * CAMITTA SHOE CO. * DAVID SHOE CO. * HARRY M. FEINSINGER 
SAMUEL FOX * FREEDMAN SHOE CQ. * G. &.G. SHOE CO. * MAX GONSHERY = HILL SHOE CO. * HUNN SHOE CO. 
HY QUALITY SHOE CO. * IDEAL SHOE CO. * JANTZEN SHOE CO. * JOHNSON SHOE CO. * KELLEY SHOE CO. + KOIB & CO. 
KRISCHER ROGERS & FISCHER * LC. SHOE CO. + LYONS BROS. * M. MANDELBLATT * A. MELTZER * PAYES SHOE CO. 
“R. PERLBERG + SAMUELS & LONDON * SCHAEFFER BROS. * J. SCHWARTZ SHOE CO. * STERN SHOE CO. 


SYLVANIA SHOE CO. * UNITED SHOE CO. * KRISCHER KLINE SHOES * VANITY SHOES — 
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BEST THINGS 
































Year in and year out Swan's policy continues 
to be not how many pairs can be made but 
how well. That is why Slippers by Swan 
remain in steady demand in America’s fine 
stores from Coast to Coast. 





WAN -_) St 


February !, 1947 


fost 
































SWAN SHOE COMPANY, INC., BALTIMORE 18, MD. 
“makers of Fine Slippers for Men, Women and Children’ 











STILL 15¢ © copy 
Still interested only in the teen-age girl 


Still selling out on the nation’s newsstands in 5 days 


ALREADY 2,119,979 lines of advertising bought by 405 agencies 
for 1089 advertisers 


Already the magazine in which more advertising dollars are spent 


than in all other youth magazines combined 

Already more store tie-ins, in more cities, than ony other 

youth magazine 

Already two major teen market studies completed—""Life with Teena, 
Volume |," published in 1946, “Life with Teena, Volume a. 

now being distributed 


Already © survey of teen shops in department stores 


throughout the country on record 


Already © Teen Consumer Panel with 3,000 teen-age subscribers 
helping SEVENTEEN research the teen market 


AND NOW publishing o teacher edition with 4,000 Home Economics 
teachers subscribing to “SEVENTEEN in the Classroom” 


And now sponsoring @ public service radio program— 
“it's Up to Youth,” aired over 124 Mutual stations - 


30 Att oll 
and looking forward to an ABC average of 1,000,000 
net paid circulation for the first six months of 1947 


SCTOMLOEN. .. the yore « 
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app COLOR ro your ran sHoEs | 


wits DF SE TONE | 


Tones of Brown — Wine — Mahogany that provide a lasting 
depth of color—that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer's approval. 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 





ing and perforations. 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#1§ Medium Brown #28 Mahogany 
#18 Dark Brown #31 Wine 
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The WALKER T. DICKERSON CO. 
COLUMBUS,0. - 


Quality Cz Leaither 


~~ THE OHIO LEATHER COMPANY, cirard, OH19 5 
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mo FASHION SCENE 


*BEAU-TREDS 
Qi. as welcome as the first flowers of Spring 4. EAUDIN 


to the fashionable woman everywhere are Beau- 
Treds, lovely, new line of flexible Fashion welts. 
Soon you'll be fitting her with these unusual, 
attractive, beautifully-made shoes. They're styled 












with the brilliance of her most captivating tailored 
Spring coat or sports clothes. Beau-Treds are 
the clever, clean line of sensibly priced 
shoes she’s been waiting for... and 

the line you've awaited for 
years to build prestige and 
profits for your slore. 


SHARON 








ne ete aes: ae en * hy aphindt 


mele 


Pr EDS 4 
hs ee 7 BEAUDIN a 
Mitta ce ae ee hans ine ee 


> et at ae 
Me Rack, ‘Pat c SoS: 


Beau-Treds will soon be introduced to American 










"TRADE MARK 
REG. U. S. PAT. OFF. women in advertisements in leading national magazines. 


General Offices: L. £. BEAUDIN SHOE COMPANY 


HANOVER, PENNSYLVANIA 
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Heres the Hide 
FROM T. O. PRIDE 


a steer selling for the top price of 
$42,600 at the American Royal Livestock 
Show in Kansas City. Acme Boot 
Manufacturing Company, Clarksville, 
‘Tennessee bought the hide from which 
they will cut uppers for the highest 
priced pair of Boots on the market. 


HAD U-TEX 


CCS 


will play their part in the construction of 
these choice cowboy boots. As usual, the 
dependability of Had-U-Tex adhesives 
will be evident from tip to toe. 


Hadley Bros. Uhl Company 


Manufacturers of Shoecraftsmen’s Adhesives 
3952 West Pine Boulevard « Saint Louis, Missouri 


Boot Pictured is one of Acme’s 
prize in-stock styles 


February !, 1947 

















Florsheim 


Shoes _ 
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# 
WHEN YOUR CUSTOMERS 


PAY THE PRICE FOR 


QUALITY 


BE SURE THEY GET THE 


FINEST 


For fifty-five years the men of America have 


made Florsheims their standard of fine shoe 


value, dollar for dollar and month for month. 





THE FLORSHEIM SHOE COMPANY. CHICAGO 


- MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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sli mg newsreel 


by EUGENE J. HARDY 





The shoe trade generally, as well as the manufacturing branch of the 
industry, has a big stake in the pressure now building up to force removal of 
export controls on hides and leather. Premature lifting of the export controls, 
administered by the Office of International Trade, Department of Commerce, 
would reverse the price trends set in motion by resistance on the part of the 
public and the various segments of the footwear industry. 


During the past several months, tanners have been waiting for lower 
raw material quotations, shoe manufacturers have been buying cautiously in 
anticipation of reduced leather prices, and retailers have been demanding 
better quality at current prices. 


As a result, prices have not gone through the roof as had been pre- 
dicted by OPA, and in some instances have begun to soften. Hide prices have 
eased by more than 10 cents a pound from the peak reached shortly after the 
decontrol action was announced last Fall. 


With world prices considerably higher than those in the domestic 
market removal or relaxation of export controls would upset the delicate 
balance which has been building up since November of last year. 


Most of the pressure for removal or relaxation of these controls has 
come from meat producers and hide dealers who have found themselves with small 
accumulations of hides and face a slow but steady price drop. Price resistance 
has developed on certain types of hides, and with the amount for export 
restricted by government controls prices on these types have weakened. 


Some tanning interests also favor removal of export controls, largely 
because of the higher leather prices that prevail in world markets. 


While export controls on footwear have been dropped, it is not the 
shipment of large quantities of footwear abroad which the shoe trade has to 
fear. Rather it is the shipment of hides and leather and the resultant rise 
in domestic raw material prices at a time when the retailer is ; facing increased 
competition for the consumer dollar and must also build up badly depleted 
pipelines and inventories. 


There is complete agreement among Washington officials concerned 
with the problem that removal or easing of export controls on hides would 
result in a rise in prices almost to world levels and the shipment of sub— 
stantial quantities out of the country. 


The Department of Commerce feels that export controls can be safely 
dropped by June 30—the date on which the legislative authority for controlling 
exports expires. While there will be some pressure for continuing this legis-— 
lation beyond its expiration date, there will bejlittle need for continuation 
if production continues at its present pace, uninterrupted by major strikes. 


In regard to hides and leather, it is felt that by the end of June, 
inventories will have been built up and supplies will be in better balance— 


resulting in a domestic price structure which could withstand the competition 
of foreign buyers. 




















































































































* * * 


Firm predictions on footwear output for 1947 are not available in 
Washington at this time. Output during the first quarter is expected to be low, 
with the industry hitting its stride beginning with the second quarter. 


In general, it is felt that the record 1946 output of 525,000,000 
[TURN TO PAGE 88, PLEASE] 
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United Last sets the pace for 
smart Spring styles combined 






with good fit and quality last- 






making to fulfill the desires of 






today's shoe manufacturers. 





UNITED LAST COMPANY 


“Fit-Foremost Lasts” 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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NATIONALLY ADVERTISED 














* 
ALLURING FOOTWEAR 


+ REG. U.S. PAT. OFF. 
TWEEDIE FOOTWEAR CORPORATION + JEFFERSON CITY, MISSOURI 
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MELVILLE KAUFMAN of Casuals, 
Inc., Los Angeles, Calif., says: 

“ ‘Caveat Emptor’-—Let The 
Buyer Beware!” Let the buyer be- 
ware the emotional cry of the busi- 
ness hypochondriacs (who are now 
complaining about poor business 
and creating it by their doubts, 
their-worries and their mental ill- 
nesses); let the buyer beware the 
reductions of inventories to points 
below which sales will be lost and 
business volume decline; let the 





buyer maintain inventories of new, 
stylish, quality merchandise be- 
speaking value and reason for being 
purchased so that a man-made re- 
cession will not stop the upward 
march of business activity. 

“This year—in fact the next few 
years—can be made the most profit- 
able in the annals of American busi- 
ness history if a courageous and 
progressive attitude is displayed by 
stores and buyers. New valuable 
merchandise must constantly be 
purchased; after its intelligent pur- 
chase it must be aggressively pro- 
moted and soundly sold in order to 
maintain business near its present 


levels and increase it beyond them.” 
* = = 


}.ACOB S. RAUB, of the Thrift 
Shoe Stores in Wilkes-Barre, Pa., 
says: 


February |, 1947 


“Partly as a resuli of conditions 
arising from the war, the trend of 
merchandising is toward diversifi- 
cation. It might be said that the 
trend away from specialization be- 
gan ten years ago; but war short- 
ages speeded it up. In our own 
case, expansion into related lines 
proved very satisfactory during the 
wer and we intend to continue the 
additional department. 

“Shoe retailers are not alone in 
this respect. Men’s clothing and 
furnishing stores went into wormen’s 
wear during the war and most of 
them found it so profitable they ex- 
pect to retain those lines. And, of 
course, there is the classic example 
of the drug store which now sells 
‘almost everything. 

“Customers are much the same 








everywhere—whether in Pennsyl- 
vania or in the Midwest. At present 
they show an inclination to avoid 
high-priced shoes. Some of them 
do so from necessity—because of 
the increasing burden of living 
costs; others do so because they are 
cautious and think prices have 
reached their peak. This situation 
should warn manufacturers that 
there is a limit to price increases. 
The customer is the key to the whole 
situation. Know the attitude of 
your customers and you won't go 
far wrong.” 


FEBRUARY 1, 


1947 « & ® 


WILLIAM SIMPSON, of Amalga- 
mated Leather Companies, Inc., 
Wilmington, Delaware, sends us a 
timely quote from the Tanners’ 
Council News: 

“It would be gratifying at this 
stage to see the shoe industry pay 
less attention to some of the sacred 
cows of the past and to do more of 
a selling job to the public on the 
inherent value in footwear. Is there 
any other commodity, even today, 
which provides consumers with the 
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same relative value per dollar as do 
shoes? During the war years, for 
the first time in generations, the 
great mass of consumers stopped 
taking shoes for granted and began 
to appreciate dimly the value, utility 
and service which the price of one 
pair of shoes covered. The oppor- 
tunity represented by the circum- 
stances of the last few years could 
easily be lost if the shoe business 
now falls into the habits and pat- 
terns of pre-war years.” 
* o * 


MARSHALL BEE, who represents 
the Arch Preserver Division of the 
Selby Shoe Company in California, 
Arizona and Nevada, says: 

“The good, stable medium-heeled 
shoe is supplanting the casual and 
high-heeled shoe. Women want and 
need shoes that will be comfortable 


and, at the same time, look attrac- 
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tive. They want to buy one pair 
which will serve three or four pur- 
poses. For this reason there has 
been an increased demand in the 
last few months for medium-heeled 
walking shoes. Retailers’ stocks 
should be better balanced in order 
to meet this increased demand. Evi- 
dently the market is overflowing 
with casuals and high-heeled shoes 
and there is a dearth of the practi- 
cal walking shoe.” 





HATS OFF TO “KIP" 
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—For years | have been a sub- 
scriber to and admirer of Kip- 
linger's Washington Letter. If, 
through delay in mailing or other 
reasons (very rare), my copy of 
Kip's Letter does not arrive in 
the Monday a.m. mail | feel lost 
—just as you probably feel when 
your Recorder is late in arriving. 

—Now Kip has launched a new 
publication—"'Kiplinger's  Maga- 
zine,” and it's good, right up to 
the Kiplinger mark of high ex- 
cellence. 

—The sub-title of this magazine is 
"The Changing Times." As Kip 
says, “The times will always be 
changing; much of life and work 
consists of looking for the changes 
in advance and figuring out what 
to do about them. It is the pur- 
pose of this new publication to 
try to help you peer ahead and 
see straight." 

—This squib of mine is not an ad- 
vertisement—it is merely a word 
of appreciation by a long-time 
Kiplinger subscriber for a new 
kind of publishing job, well done. 

—Kiplinger's Magazine is published 
in Washington, D.C. My advice 
is “get a copy.” 


FU Te we 


President 





FREDERICK KAYSER, president 
of Wetherby Kayser, Los Angeles, 
Calif., says: 

“I think the picnic is over for 
retailers. We have definitely entered 
a buyers’ market and we are going 
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to have to promote our shoes in a 
different way. I feel thaw we will 
have to advertise, both in the news- 
papers and in our windows—shoes 





for the occasion. Women are tired 
of regimentation and of buying a 
shoe—any kind of shoe—just so it 
fits. They want a shoe for a special 
occasion or for a certain gown. 
“And what is even more impor- 
tant, they want the appropriate 
shoe for the season. During the last 
few years women have often been 
forced to buy an open style shoe 
in the Fall and Winter and a heavy 
leather closed style during the 
Spring and Summer, either because 
deliveries were late or because the 
appropriate styles and leathers for 
the season were not being made be- 
cause of the leather shortages. 
“Sales of casuals in our three 
stores have fallen off tremendously 
this season. I believe this is due 








not only to the fact that women will 
not pay increased prices for casu- 
als, when other styles are plentiful, 
but also to the fact that casuals are 
seeking the level where they belong 
with the heaviest casual business in 
the Spring and Summer seasons.” 


= * = 


THE DAY OF THE insolent shoe 
clerk is on the wane and shoe men 
must return to pre-war courtesy, if 
they are to stay in business. This 
isn’t typical of the shoe salesman 
today but it happens often: 

A nurse entered a better grade 
shoe store and asked to see a white 
shoe. She was shown one that did 
not please and then a second one, 
in the sling back type. The clerk 
was positive that this would answer 
her needs but the customer was not 
so sure. The shoe was uncomfort- 
able. All this took up less than five 


minutes’ time. The clerk snatched 


up the two unwanted shoes and ex- 
claimed: “Well, that’s it I guess.” 
The customer replied: “That suits 
me, too.” She went across the street 
and five minutes later walked out 
with a $12 purchase of shoes. 





\ 
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2. Brows. 


"What | like about these wedgies is thet you don't get your heels caught in the gratings.” 
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Sound Judgment and Cooperation Needed 


WHEN the economic history of these times is written, 
the wave of lower price sales in clothing and apparel 
that swept across the country in January, 1947, accom- 
panied by lower prices on important food items, may 
mark a turning point as important as the famous Wana- 
maker 20-per-cent-off-everything-in-the-house announce- 
ment that reversed the postwar inflationary trend in 


1920. 


Henry Ford Second’s quick compliance with Presi- 
dent Truman’s plea for lower prices has been pretty 
generally accepted as a significant milestone, and hardly 
less so was the action of Chairman Eccles, of the Board 
of Governors of the Federal Reserve System, in an- 
nouncing the reduction on February 1 of the 100 per 
cent margin requirement for buying securities. 

Mr. Eccles, in his statement, based this action of the 
Federal Reserve System on the belief that “inflation has 
largely run its course,” but added that this will remain 
the case only if his recommendations for certain fiscal, 
labor and management policies are carried out. 

Business people apparently have become convinced 
that consumer purchasing power, great as it continues 
to be among certain population groups, has in the broad 
picture failed to keep pace with soaring prices, espe- 
cially since price controls became ineffective. And so we 
are witnessing the beginnings of the kind of correction 
that usually occurs in our economic system when a like 
situation develops. That is the way a free economy oper- 
ates through competition to effect an automatic adjust- 
ment and thus maintain steady production and the un- 
impeded movement of merchandise from factory to 
market. 

Practical businessmen today read the handwriting on 
the wall, while they hope the correction won’t proceed 
too fast or too far. That is the danger in today’s situa- 
tion that is most to be feared, and whether such a pain- 
ful over-correction can be avoided will depend mainly 
on the straight thinking, good judgment and wise, 
prompt action of business men themselves. 

The shoe business finds itself in a more difficult situa- 
tion than many other lines because of conditions that 
are perfectly clear to thoughtful shoe men, but which the 
general public, unfortunately, does not understand. By 
any fair standard of comparison that takes into account 
the rise in’ prices of shoes and other comparable lines of 
merchandise from their pre-war levels, shoes today are 
reasonably priced. They will continue to be sold at 
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prices that reflect prevailing costs of materials and 
labor, plus a fair and honest profit to manufacturer and 
merchant. Usually the American consumer, if he has 
money in his pocket, is willing to pay a fair and rea- 
sonable price for the merchandise he buys. 

The critical situation that has developed in the shoe 
business rests mainly on the fact that shoe prices, which 
were held down so rigidly during the war, when prices 
on luggage, clothing and other apparel were steadily 
advancing, rose so suddenly and to such a marked de- 
gree following the removal of price controls on finished 
footwear, leather and raw materials. The public felt the 
impact of that sudden price rise just at the time when 
highly inflated prices of other cost-of-living items were 
beginning to ease off. Naturally resistance developed, 
and it’s hard to explain to-the man in the street, or the 
woman who is trying to keep her household budget 
somewhere near in balance, that wartime dislocations in 
India, China and the Argentine, plus a worldwide short- 
age of hides, skins, and leather, have hit a sudden blow 
at that relatively stable family shoe bill. 


EVERYBODY in the shoe business needs to keep in 
mind the problems of the consumer and his viewpoint. 
It’s nothing more than smart business today to keep 
prices at levels which will hold the patronage and good 
will of customers, while at the same time enabling mer- 
chant and manufacturer to remain in business and main- 
tain a safe measure of financial stability. It may prove 
quite a trick to do it in some cases, but we have faith 
enough in the wisdom and sound merchandising judg-’ 
ment of the great majority of merchants, manufacturers 
and tanners to believe it can and will be done. 

One thing is certain; recriminations and buck-passing 
won't help. This situation wasn’t created by any single 
group of individuals; we doubt if it will be cured by any 
single group. Everybody will have to co-operate gener- 
ously and wholeheartedly, until the emergency is safely 
passed. 

Tanners today should be acutely aware of the prob- 
lems of shoe manufacturers who have been and will con- 
tinue to be their customers, and should be guided ac- 
cordingly. 

Shoe manufacturers should co-operate to the utmost 
possible degree with the retailers who distribute their 
shoes. 

Merchants should recognize the plight of many con- 

[TURN TO PAGE 81, PLEASE] 
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“DOBIE.” a new pattern due for active promotion by Bostonian, it has been 

styled expressly for their Slax Construction. It’s clean, it’s sturdy, strictly tor 

outdoors, and grand for walking, for country club lounge wear. Here’s a new 

type of shoe, designed and made with a specific purpose in mind to create new 
sales, not to be sold as a substitute for existing types. 


_ long range, the Summer months 
ahead seem to hold great promise of in- 
creased leisure for Americans in the form of 
shorter hours and longer vacations. This in- 
creased leisure, quite logically, should mean more 
volume in casual and sport shoe sales. Such a 


profitable program is worth working for and if we 

all devote our full energy to accomplishing it, this 

broad leisure-casual shoe category can be an im- 
portant source of extra sales. 

If we are to realize its full potential, however, it 

is important that we do some constructive thinking 

now on the matter of “leisure shoes,” or perhaps it might 

be better said “to clarify our thinking on the subject.” 


Curtis Shoe Co. dresses up the Norwegian moc- 
casin with a unique ghillie lacing to make a very 
attractive country shoe; visible evidence of the 
vet unexplored pattern possibilities of this shoe. 
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the Term, 
“LEISURE | 
SHOE’... 


Certainly walking must be considered a 
“leisure,” if healthful practice, and rugged 
types should not be overlooked in the pro- 
motion of this broad classification. Win- 
throp, Division of International, adds a 
double duty, halftrack sole, adapted from 
the Mountain Troopers’ boot to their famous 
Winthrop Klomp. Rich, red leather com- 
bines with bright red rubber for an unusual 
color combination. 


The term “sport shoe” has been at best a loose one, which We feel, and at least one smart merchandiser of these 
included whites, trimmed shoes, active sport shoes, such ‘ypes of shoes is in complete agreement, that the word 
as golf shoes, the brighter colored ventilated shoes and casual or leisure, as applied to shoes, has thus far not 
many more. During the war, when style restrictions and been accurately interpreted, that the purpose for promot- 


rationing curtailed the sport shoes’ popularity, the leisure ig these types of shoes has become confused and the 
shoe made its greatest strides in development, and, quite [TURN TO PAGE 70, PLEASE] 
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naturally, following the path of least resistance, allowed — a 
the leisure or casual shoe to be clothed in exactly the same usual enough to warrant @ place of its own in any warm 
loose terminology that we applied to the sport shoe. In weather shoe promotion. Unusual in pattern, a Kiltie 
we : g} PP Ps . tongue has been added to the traditional Monk strap. 
other words, it became a broad, general name for shoes to Unusual in appearance, its luggage color cal, combines with 
be worn for leisure and not the same for shoes with a oatmeal Irish linen to make it an excellent shoe for wear 


specific purpose. with white or bisque doeskin or with flannel slacks. 


a 
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SANDALS Too Are Importan 










Above: Fulton Leather Goods Company com- 
bines dark Brown Reverse Calf with Suntan 
Top Grain Cowhide in their “dressed-up” ver- 
sions of the popular sandal. Left: Bold Reverse 
Calf front strap with Cowhide cross-straps; and 
right, a Roman pattern with a broad apron. 


Right: Beautifully made classic cross-strap san- . - 
dal in Top Grain Cowhide; Lion Sandal, Inc poe Ray hip eer 24 


Fe en 


— 
pe whe Aart 
Below: Novel rubber soled sandal with self-con- ~ oe 
~~ “ 


tained orthopedic arch and sponge rubber heel 
insert; an excellent fitter by Recordia Mig. Co 


Cool, Comfortable, Practical 


for Warm Weather Country 









and Resort Wear, These New 






Men's Patterns Feature Rich- 






er Materials in Natural Sun- 







tan Cowhide Alone, and in 






Combination with Darker 


Tone Revere Calf. 











by 
LOREN DICK KEYS 


The full line of men’s furnishings, 
from shoes to robes, is displayed 
in artful simplicity behind the 
elegance of a full-length window 
and massive marble facade. 


F ORTUNATELY or unfortunately for the male, as the 
case may be, it is fact that women buy some 85 per 
cent of men’s clothes. The management of Whitehouse & 
Hardy, quality shoe retailers in New York for over 50 
years, was acutely aware of the power of women when 
its new store between 54th and 55th Streets on Fifth 
Avenue, in the heart of the women’s quality shopping 
district, was planned, designed and executed. 

The result is a distinctive and notable departure in 
shoe retailing: a store with two-thirds of its space de- 
voted to men’s furnishings and hats, framing the central 
shoe department, which features, as of old, the Johnston 
& Murphy shoe. 

The store front, as well as the interior, is designed 
and decorated in an original, richly modern style that 
harmonizes and illustrates the quality of merchandise 
that is to be sold. One hundred and twenty-five feet 
deep and twenty-five feet wide, the interior is lined on 
one side by glass-encased display counters backed by a 
high wall of pigskin panel; the effect is that of a luxuri- 
ous gallery of merchandise. 

The shoe department, of which Michael P. Pompa is 
manager, is placed halfway to the rear of the store. Pig- 
skin-covered fitting chairs with rubber foot-rests, espe- 


















Charles Durkin (right), president of Whitehouse 
& Hardy, and Neil P. 
Johnston & Murphy, continue a 50-year-old asso- 
ciation of the two firms in the new Fifth Ave. 







AMen’s Shoe Firm 


Broadens 
Its FIELD 


cially designed, are grouped casually and comfortably. 
leatured shoe models lie in glass display tables to facili- 
iate the choice of the customer. Within easy reach of the 
salesmen are 2000 pairs of shoes lined along the wall. 

Robes and hats are sold in the sportsman’s room at 
the rear of the store. The floor here is of natural granite, 
on which a skin of a polar bear contributes a hardy note. 
The hats (again designed by Whitehouse & Hardy) are 
named after models of shoes, affording a tie-in for either 
the shoe or the hat salesman. 

Vincent J. Furno was the architect and designer re- 
sponsible for the store and all of its fixtures. The store 
was planned soon after the release from the Armed 
Services of Charles Durkin, president of Whitehouse & 
Hardy, in January, 1946. The space at 695 Fifth Avenue 
was leased in June, with the intention of opening in 
October, but the trucking strike in New York and other 
material difficulties caused delays—the management felt 
they were lucky to open in time for the Christmas season. 

As it.turned out, the new store showed rather phe- 
nomenal signs of success in Yuletide sales. Benjamin 
Lowell, vice-president and shoe buyer for Whitehouse 
[TURN TO PAGE 79, PLEASE] 


vice-president of 


store, which features Johnston & Murphy shoes. 





















H. J. SAILOR 


ANATOMY OF THE FOOT 


— and selling shoes entails a 
personalized application of the product 
to the consumer’s needs. You can pick 
up a package of cigarettes offhand 
from any clerk at any cigar counter, 
but good fitting requires a knowledge 
of feet, it requires a working knowledge 
of footwear and a certain amount of 
real sales ability. It takes a well- 
rounded background and real product 
knowledge for the man at the fitting 
stool to render those many service func- 
tions so essential in building a steady 
repeat call trade. 





Illustration I 
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HT YOUR CUSTOMERS 


And 


They ll BUY Your Shoes 


However great its style appeal, a shoe that hurts never made any- 
body happy. Many a man wears his old pair far beyond their normal 
life and gets them resoled because he dreads “breaking in" new shoes. 
If you seek the good will of satisfied shoe customers you must fit 
them properly, and to fit shoes properly you must know about feet. 





Illustration II 
Some Ligaments 
of the foot 


Any part time assistant pressed into 
service during a Saturday rush, can 
probably inform you rather glibly that 
there are 26 bones in the human foot, 
but of their shape and character, their 
relationship to one another in the whole 
marvelous structure which carries the 
weight of the body, most practical 
knowledge, is at best superficial. 


Must Absorb Pressure 


Stop to consider that the average in- 
dividual takes about 15,000 steps a 
day; if he weighs an approximate 150 
pounds, the feet and nervous system 
absorb nearly 2,250,000 pressure 
pounds daily! Yet so perfectly is the 
foot mechanism constructed that the 
entire structure of bones, ligaments, 


muscles and tendons absorb this bur- 
den all out of proportion to their size. 
The feet play a very important part in 
body balance, too, as they naturally 
support the entire weight of the body, 
both standing and moving. Further, the 
feet hold the body upright against the 
downward pull of gravity. 


A detailed study of the foot would 
logically start with the framework— 
the bone structure on which the pattern 
of interlacing tendons, ligaments, 


muscles, nerves and blood vessels is 
built. At birth the feet of nearly alk 





Illustration II 
Muscles and tendons 
(Bottom of Feot) 
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EDITOR'S NOTE 


First in a series of articles on fitting 
prepared by Harry J. Sailor, sales man- 
ager for the Appliance Products Divi- 
sion, Trimfoot Company, Farmington, 


Missouri. This company for over thirty 


years 


ground and product knowledge for re- 


tail sales personnel in shoe stores. 


has advocated thorough back- 


(TOE BONES) 
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Illustration IV 


babies are perfect. At this early stage 


the oscalcis, or heel bone, is usually 


the only bone developed. The 25 re- 
maining bones which complete the 
adult foot, are simply masses of carti- 
lage. The inner longitudinal arch, or 
a semblance of it, may be present, but 
is covered by plantar fat. 

At about the eighteenth year, the 





Illustration V 
Blood Vessels 
of the Foot 
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5 CUBOID 
6 ANKLE (Astragalus) 
7 HEEL BONE 
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human foot reaches its full develop- 
ment, at which time the 26 bones, each 
with its own particular function in sup- 
porting the weight of the body, may be 
readily identified. 

The 14 phalanges, the five metatar- 
sal bones, along with the inner cunei- 
form, the middle cuneiform, the outer 
cuneiform, the scaphoid, the cuboid, 
the astragauls, or ankle bone, and the 
oscalcis, or heel bone. are clearly out- 
lined in Illustration I. 

Note that these bones have been di- 
vided into three sections. As viewed 
from above, the toe section contains 14 
bones, the metatarsal section comprises 
the five metatarsal bones, and the in- 
step and heel section contain seven 
bones which impel the closest study. 
Their individual shape and the rela- 
tion of each to the others has been a 
subject of admiration for students of 
anatomy and students of mechanical 
engineering alike. They are so shaped 
and so arranged that they adapt them- 
selves to any changing condition in 
walking, standing, running or jump- 
ing. 

The base of this frame work forms 
a triangle. The heel at the back corner 
of the triangle directly contacts the 
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ground. Across the front of the foot, 
the heads of the first and fifth meta- 
tarsal bones provide the other two 
points of contact. Thus, the foot 
achieves stability and balanced posture. 
With the framework of the foot 
clearly in mind, our next step is to con- 
sider briefly the ligaments, tendons and 
muscles that hold it together. Liga- 
ments (Illustration II) may be com- 
pared in effect with bandages. They are 
somewhat elastic and under normal 
conditions of use and exercise, retain 
their tone. It is possible for them to 
lose their effectiveness, however. 
through undue strain, through illness, 
or through improperly fitted shoes. 
The tendons are inelastic levers, so 
to speak, attached to muscles at one 
end and bones or joints at the other. 
Muscles are like elastic cords. Together 
with the tendons they are arranged in 
an intricate network, which has the 
double job of assisting the ligaments 
in holding the arches of the foot in cor- 
rect formation. (See Illustration III.) 
As stated previously, when the foot is 
in motion, there is a recurrent change 
in the position of the bones. In the 
normal foot, the muscles give and take 
[TURN TO PAGE 82, PLEASE} 
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SHOE NEWS 
PICTORIAL 
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New shoes which he clutches 
tightly are a thrill to this six- 
year-old orphan in Vienna, Aus- 
tria. The shoes were distributed 
by the American Red Cross. Be- 
cause of its unusual human in- 
terest, the picture has been re- 
produced in Life and in many 


newspapers and magazines. 
Shoes are so precious in Belgium that children place them in 


filing cabinets every night when they return to the colony 
house from school. The children are being helped through 
the Foster Parents’ Plan for War Children headquarters here 
e 


Right: Film star Virginia Mayo christens 

the first P-51 Mustang attached to the 

57th Fighter Wing, Air National Guard, at 

Lambert Field, St. Louis. The plane is © 

named in honor of Miss Mayo. At her left iy 

is Col. Harry Barnes Johanson, president, 
of the Valley Shoe Corp. of St. Louis 


Baroness Lilian Huszar, a Hungarian who has been 
living in England, designs unusual handbags and 
leathercraft, mostly for export. She was active 
during the war, both in war work and in giving 
hospital lectures on leathercraft. 
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The “Right-W ay-to-Sell-Shoes” scene from the Guild 

of Better Shoe’ Manufacturers’ “Shoe-Vues of 1947.” 

presented at a breakfast at the Waldorf-Astoria Hotel, 

New York, in conjunction with the recent Warm 
Weather Openings of the Guild. 


Gowns and soft, square-toed shoes from the 1830's on 

exhibition at The Costume Institute, Metropolitan 

Museum of Art. The mannequin at left holds bronze 

kid slippers. 8000 articles of dress of three centuries 
are in the Institute collection. 


The shoe worn by a Chinese girl on her 

bound foot offers a marked contrast to that 

of the American girl. These foreign shoes 

and American footwear dating back many 

years may be seen in the Study-Storage of 

The Costume Institute, Metropolitan Museum 
of Art, which opened there recently. 


Virginia Mayo looks as if she 
thought she were sitting on top wf 
the world, as she shows off her new 
suede boots. This photo was taken 
in Chicago where the actress was 
visiting to aid in plans for the 
visiting to aid in promotion of 
“The Best Years of Our Lives.” 

















usiness Fears Exaggerated, Say 
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SHOE prices and the merchandise supply outlook were 
topics of prime interest among shoe merchants who 
gathered in Philadelphia in record-breaking numbers 
January 19 and 20 for the annual convention and mar- 
ket showing of the Middle Atlantic Shoe Retailers Asso- 
ciation at the Benjamin Franklin Hotel. 

For the first time in several years it was a real buy- 
ing show, and some of the firms that exhibited reported 
substantial business, especially on Sunday, the 19th, 
which was the big day so far as attendance was con- 
cerned. Merchandise for the coming Summer season 
was offered at lower prices by some of the makers of 
casual footwear, but there were relatively few price 
changes in the more standardized lines of leather shoes. 

Aside from a Sunday meeting of the Board of Direc- 
tors, program interest was centered mainly on the lunch- 
eon session Monday, which was the only formal gather- 
ing of retailers and manufacturers representatives at 
which association business was transacted and speeches 
heard. William W. Stephenson, executive vice-president 
of the National Shoe Manufacturers Association, pre- 
sided as guest chairman, and presented the speakers, 
Arthur C. Kaufmann, executive head of Gimbel Brothers, 
Philadelphia, and Irving R. Glass, acting executive vice- 
president of the Tanners’ Council of America. 

The convention adopted the report of the Nominating 
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MASRA Speakers 


Stress Factors in Today's Situation 
That Indicate Continued Strong De- 
mand for Merchandise, and Espe- 
cially Shoes — Stanley Berger of 
Philadelphia, to Head Association 


for the Coming Year. 


STANLEY BERGER 


Committee and elected Stanley Berger, proprietor of 
Dr. Locke Shoe Store, Philadelphia, as president for the 
coming year. Other officers elected were the following: 
John D. Dunn, Hagerstown, Md., first vice-president; 
William Morgan, Pittsburgh, Pa., second vice-president ; 
Arthur L. Herrick, Suffolk, Va., third vice-president; 
Cal J. Mensch, Pittsburgh, Pa., secretary-treasurer. 

Action was also taken to change the time of the an- 
nual convention from January to November next year, 
in order to bring it more in line with present buying 
practice of retailers, who place their orders for Spring 
and Summer footwear earlier than formerly. 

Franklin E. Lusi, retiring president, called the Mon- 
day meeting to order and introduced Mr. Stephenson as 
the guest chairman. Mr. Kaufmann, the first speaker, 
affirmed his belief in the country’s future by starting his 
talk with the statement, “I don’t believe America is 
going to hell on wheels.” Misleading reports in the press 
giving undue prominence to what may be considered 
normal seasonal clearances, he said, have imbued the 
public with a “scare psychology” which, may, if un- 
checked, have disastrous consequences. “If we have a 
depression or recession,” he said, “it will be man-made. 
The kind of talk which is being publicized by the press 
will bring it about if anything will.” 

[TURN TO PAGE 70, PLEASE] 
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Interior of Pam’s, St. Louis suburban store, dedicated to supplying 

the shoe needs of juvenile customers. Notice the decorative 

paneling above the shelves of stock, where shoes are displayed 
against drawings calculated to appeal to children. 


Ernest F. Marx, proprietor of the store, stands beside 
the Milk Bar, popular meeting place of young cus- 


Lona aos a an )) ) \ I (; N ) ) 
For Youthful 
Customers 


QNE of the easiest approaches in merchandising a 
child’s commodity, reasons Ernest F. Marx of St. Louis, 
is to fire your big guns at the children themselves, either 
directly or through their parents. In the recent opening 
of Pam’s, an exclusively juvenile shoe store in the 
wealthy St. Louis suburb of Clayton, Mr. Marx did both. 
First he designed his store to appeal to youngsters 
and added to its lure by offering free chocolate milk and 
sweet milk from a milk bar in an easily seen spot near 
the window. On the walls he pictured by simple draw- 
ings the styles of footwear in Russia, China, Holland 
and other nations and highlighted them with a formula 
[TURN TO PAGE 82, PLEASE] 
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FRANCHISE Doing business with Selby, the world’s largest 


manufacturer of women’s feature shoes, means 


Is just that—doing business! And doing it with an organ- 


GOOD the trade. Here’s reliability. Here’s cooperation. 


BUSINESS Here’s the name that women know and want in shoes. : 
§ 


ization of 70 years fine standing with 


= All this adds up to the kind of dealings you enjoy— 





personally and on your daily sales sheets. ty 








Good shoes aren't too plentiful right now, &, 
we admit. But the mighty Selby plant will see 
to it that its dealers are among the first 


in America to be made stock-happy. 






STYL-EEZ + EASY GOERS 


+ | ARCH PRESERVER + ACTIVE MODERNS + TRU-POISE 
Shocs | PHYSICAL CULTURE - GROUND GRIPPER - CANTILEVER 


New York Office: 3120 Empire State Building + Les Angeles Office: 616 Hees Building 















Formula for Shoe Merchandising 
In a Buyer's Market 


A Plan of Procedure to Protect the Merchant's 


by J. L. VESPER 


Working Capital and Assure Future Profits When 


Higher Retail Prices Cause Consumer Resistance. 


A RETAILER is obtaining an $80,000 yearly sales vol- 
ume and is carrying four lines of shoes. Let us assume 
that he obtains $40,000 of the total sales volume from 
one line of shoes. Considering an average mark up of 
not less than 40 per cent, a $40,000 sales volume will 
necessitate purchasing approximately $24,000 of shoes 
from one source of supply. -For easy figuring assume the 
wholesale price was $6.00. He purchases 4000 pairs 
yearly or 333 pairs on a monthly quota basis. 

If operation is considered on a four-time yearly pair- 
age turnover basis, it would be necessary to rotate sales 
on as close to a constant inventory of 1000 pairs of shoes 
as possible, assuming that 333 pairs of shoes are re- 
ceived monthly. It is quite obvious at the present time 
that the majority of retailers obtaining a $40,000 sales 
volume on one line of shoes are not rotating on an aver- 
age monthly inventory of 1000 pairs. 

Granted, it has been difficult to operate with inven- 
tories below a required pairage to obtain not less than 
a four-time yearly turnover, especially with a consumer 
demand in excess of the retailer’s supply. However, with 
inventories much lower than prior to the war, and a 
larger percentage of retailers showing large cash bal- 
ances and bond investments, if and when a recession 
in the business cycle occurs, building up of inventories, 
to operate on a four-time turnover basis comparable to 
monthly sales volumes, may be accomplished without 
difficulty and at a faster rate than might be anticipated, 
if the present increase in prices causes greater resistance 
in consumer buying than the retailer expected. 

Let us assume that this retailer, in doing a $40,000 
yearly volume on one line of shoes, obtains 4000 pairs 
yearly but his average monthly inventory of pairs has 
decreased to 300 from the 1000 pairs necessary to ob- 
tain a four-time yearly turnover. Over a period of three 
years or more, I believe the situation has been as fol- 
lows for most all shoe retailers: When he received ship- 
ment of his monthly quota, he immediately notified his 
customers from whom orders had been taken, that their 
shoes had arrived, and in two to four days the quota 
of shoes received were sold and he was in a position of 
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having to wait another 30 days or more until the next 
month’s quota was received. This has been the pro- 
cedure of buying and selling since July, 1943, since 
unusual consumer demand exceeded the supply re- 
ceived. 

With the present change to higher retail prices, let 
us suppose that when this retailer received his 333 pair 
monthly quota in December, 1946, 133 customers who 
had placed orders in advance objected to the increased 
retail price and would not buy the shoes. The problem 
now arises, are there 133 other potential buyers who 
previously wanted to buy this particular line of shoes 
willing to pay the increased price, thereby replacing 
those former customers who will not pay the increased 
price? If so, operation will continue as during the war. 
If not, then a point has been reached when depleted 
inventories will start to be built up. A problem will pre- 
sent itself of how fast and how much can inventories 
be built up considering that consumer price resistance 
will have a tendency to decrease sales volume. The rate 
of pairage increase can be such that the total pairage 
can in a short period of time easily exceed the required 
average monthly pairage necessary to operate on a 
four-time turnover basis. 

The following is suggested as a procedure or formula 
to endeavor adequately to maintain a (monthly—yvearly) 
pairage value stock control: For any yearly estimated 
amount of sales, multiply this amount by 60 per cent. 
Divide this figure by four, which will give the approxi- 
mate average value of stock to be carried to support the 
estimated yearly amount of sales. 

Example—Estimated yearly sales, $40,000—$40,000 
times 60 per cent equals $24,000 (the approximate 
amount of yearly purchases) $24,000 divided by four 
equals $6,000—the approximate average value of in- 
ventory carried from month to month. Assume the 
wholesale price was $6.00, then $6.00 divided into 
$24,000 gives 4000, the approximate pairage purchased 
and sold yearly; $6.00 divided into $6,000 gives 1000 
pairs, the approximate average pairage inventory car- 

e [TURN TO PAGE 84, PLEASE] 
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QUEEN QUALITY SHOE CO. « DIV 


February |, 1947 








VALUE... quality materials and 

painstaking craftsmanship make Queen Quality 
the outstanding value leader in it's field. 

Queen Quality’s reputation for longer wear has 


been steadily building for many years. 


STYLE ... that catches the eye and wins the heart of 


America’s most discriminating women. Queen Quality's 


designers are true artists in combining youth 


and good taste in flattering footwear. Vy, 


FIT ... that flatters from the start and means 
lasting comfort and good looks. Queen Quality's 
careful attention to details assures snug, smooth 


top lines and blissful comfort. 


BALANCE ... of types and styles that enable 


any dealer to fill his every need from Queen Quality's 
wide selection. No matter what the customer's age 


or taste, Queen Quality has the answer. 


ADVERTISED IN LIFE, WOMAN’S HOME COMPANION, 
MADEMOISELLE AND VOGUE. 


INTERNATIONAL SHOE COMPANY « ST. LOUIS 
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“True Love,” a facsimile of an 18th 
century Valentine done by Brooke 
Cadwallader on soft blue and white 
twist silk; blouse, Jean Saint Maur 


= the month is out, Spring will be in—not ac- 
cording to the calendar, but as the natural action of 
fashion with a nod to feminine whims. Fashion satisfies 
this early yearning for a bright new season with gay 
print dresses to wear under furs. Shoe manufacturers 








The closed shoe with the 
open look, black patent 
closed quarter-open toe shoe 
on 18/8 heel with attractive 
vamp stripping. Barefoot 
Originals by Wolff-Tober 
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BRIGHT SHOES 
AND 


VIVID CLOTHES 


Colors and Patent Leather Appear in 
Spring Footwear to be Worn with In- 
teresting New Fabrics. Partly Closed 
Shoes Promise Interesting Sales Possi- 
bilities as Spring Season Advances. 


by 
ELINOR FOX 








The important closed shoe 
in navy with the added 
grace of the d Orsay, the 
trimness of the _ tailored 
bow, extension sole and 
walled toe. On 2214/8 heel, 
anew last by Andrew Geller 


join in with colorful shoes of calfskin, suede and kid- 
skin, and gleaming black patents. 


Navy is enjoying its perennial popularity in shoe 


lines, and is found in fairly good abundance after being 
practically totally unavailable during the past few years. 
Many samples are of a lighter, brighter navy and some 
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There's a print lining to 
the brown velvet jacke: 
of this smart Spring suit 
created by Patric of Anna 
Miller, and of course it’s 
the brown and white 


Times,” presented by The 


New York Times. 


The closed toe sling, fast 
becoming a classic, de- 
rives a light-footed look 
from a flattering vamp 
opening; red with white 
stitching, 21/8 heel, 
stitched extension sole. 
Mademoiselle by Carlisle. 


manufacturers also include royal, which has been and 
still is outstanding in ready-to-wear. These blues are 
present not only in calfskin, but also suede, which is 
being used for lovely soft, draped styles. 

Red strikes the usual bright note among Spring shoe 
lines, one house combining it with navy and with beige. 
Green, in lively tones, also makes a good showing. One 







A navy pump that climbs 
high in back, encircling the 
ankle, has a demure white- 
piped vamp cutout of dia- 
mond shape; 21/8 heel. De 
Liso Debs, Samuels Shoe Co. 


manufacturer is enthusiastic about grey suede for 
Spring. Black, of course, and brown—town brown, 
cocoa and spicy tans—occupy their consistently good 
position in the fashion picture. Black suede is obviously 
a good year-rounder now. Fine detailing, such as con- 
trasting stitching or piping, is the trimming most often 
used [TURN TO PAGE 79, PLEASE] 
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One of the Contemporary American Artist 
Print series is William Palmer’s “Horses in 
Corral,” done in delicate blue lines on white 
Enka rayon. Foxbrownie uses it for a slim 
tailored dress with short royal blue wool 
boxcoat lined with the print. 
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Block calf, Brown calf, Turf Ten calf, D Pa 
Navy Bive colf, Red calf. $8.12/, net. Block calf, Brown calf, Blue calf. $8.12'/, net. 
Block suede, Brown suede, Gray suede, Black suede, Brown suede, Gray 
White suede. $8.25 net. suede, White suede. $8.25 net. 
Extension Sele. ; Extension Sole. 
B 
White swede combined with Tan calf, 
with Slve calf, with Red calf, or with 
Block patent leather. All $8.25 net. 
ARE ADDED at Colf, in Black, Brown, Navy Bive. $8.12'/, net. 
ensccssocsecesoc cnccsnoosecoecccosooceseteccccecoecsosocon . Suede, in Black, Gray, White, Red, 
: : a dark Royal Bive, Kelly Green. $8.25 net. 
Black patent leather. $8.00 net. 
Silver kid. $10.25 net. 
Gold kid. $11.87, net. 
Genuine Brown alligator lizard. $12.00 net. 
— 
019" - “ 
A f : 
Calf, in Block, Brown, Novy Blue. $8.12'/, net. - 
Suede, in Black, Gray, White, Red, dork - 
Royal Bive, Kelly Green. $8.25 net. ~ * 
Block patent leather. $8.00 net. 7 
Cherry Coke patent leather. $8.25 net. PA : . 
?f a lester pincus presentation 
f 
/ If you liked the earlier Le Danne Originais (and who 
- didn’t?) your eyes will fairly sparkle for these new foot- 
- wear beauties in the jewel case package . . . done with 
i sheer wizardry of line and leather. 
f/f Le Danne Originals, for street and dress occasions, are 
F nationally advertised in Vogue and Harper's Bazaar. Widths: 
- / Triple As to Bs. Delivery February and March. 
ON DISPLAY AT Pennsylvania Shoe Travelers Show, 
Pittsburgh, Feb. 15-16-17-18, Hotel William Penn, Suite 
‘ 408 . . . Ohio Shoe Travelers Show, Columbus, February 
vA master craft diwimon of 16-17-18, Deshler-Wallick Hotel. 
f ; h 
F lester pincus shoe corp. 
131 DUANE STREET, NEW YORK * CHICAGO: 189 WEST MADISON STREET + ST. LOUIS: 1405 WASHINGTON AVE. * LOS ANGELES: ROOM"710, HAAS BLDG 
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America’s Leading 
Merchants Placed... 


Mal 


OF RETAIL ADVERTISING ON GOLD CROSS SHOES he 





The reason: they knew they were advertising 














and selling America’s unchallenged shoe value. 


The result: a stronger leadership than ever in 
their community plus the most satisfactory net 


profits of any shoe retailers of the country. 


Wo To the leading merchants in all cities who, in 1946, placed 
§™ 2.393.587 lines of Gold Cross Shoe advertising in daily and 
Sunday newspapers, plus available local weeklies and shopping 
news (as recorded by The Advertising Checking Bureau, Inc.) — 


our sincere thanks and appreciation 





SHED CROSS SHOES 


THE UNITED STATES SHOE CORPORATION, CINCINNATI 7, OHIO 
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“New Orleans,” a colorful print 
on white silk, one of the 
Contemporary American Artist 
Print series, from “The White 
House,” a painting by Dong 
Kingman. Jo Copeland uses the 
fabric for a sequin sprinkled 
short dinner dress with draped 
shoulders and gored skirt. 


= prints are new and exciting, and they are 
certainly an inspired lot! Designers have gone all-out 
for interesting new ideas. They have gone all the way 
from the South Seas to Africa, from the Portuguese to 
the American Indian, from the art gallery to the kitchen 
garden. And the results are marvelous! All-over prints 
are the order of the day, but—and this is news—even 
if they are geometrics they are interesting and represent 
a really new kind of conversation print. 

One big fabric mill recently presented a collection of 
prints on silk and rayon derived directly from paintings 
and sketches by noted contemporary American artists. 
In some cases an entire painting has been used for the 
fabric design, in others only a small section has been 








Fabric Designers Draw Inspiration from 







Black patent asymmetric 

sling with one bare shank 

7 and sandal treatment for 
é the vamp; 22/8 heel. 
Martinique from Pearl- 
Preview. 





Far-Flung Sources for 1947 Collections. 










New Treatments Make All-Over Prints Im- 












portant. Open Shoes Take Lead in Spring 
Selling, Bare Look Flattering to Prints. 










A naked anklet sandal on fat 
wedge, the perfect complement 
to exotic evening prints in 
colorful calfskin or shining kid- 
skin. “Toni,” by Middletown 
Footwear, Inc. 











adapted to the print. Each fabric has been chosen by a 
well-known designer for Spring and Summer collections. 

A large cotton mill is featuring equatorial patterns, 
including a group of batik and tapa prints stemming 
from Africa and the South Seas. A well-known designer 
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“Ballet Slipper,” 


Gladys 


name by 


long scarf. 









Asymmetrically sandalized 
navy sling with one shank 
covered, half-inch platform. 
25/8 heel. Dale Creighton 
Original, Royal Footwear. 


of scarves and textile prints is launching a movement 
away from pictorial patterns and toward interlocking 
geometric designs. Even his floral prints are stylized, 
and he has made excellent use of animal and vegetable 
motifs. 

Prints on white grounds are extremely popular and, 



















a print in 
deep rose, white and blues on 
black, combining several items 
from a painting of the same 
Rockmore 

Davis. This Onondaga silk fab- 

ric is used by Nettie Rosen- 
- stein for a dinner dress with «a 


An exotic gown with one shoulder 
covered, the skirt a slim sheath, is of 
eggshell white printed with rose 

black doodles, the gloves matching; 
the midriff is splashed with sequins. 
By Joseph Halpert. Photograph cour- 
tesy “Fashions of the Times,” pre- 
sented by The New York Times. 





















in contrast, so are prints on black—particularly for 
early Spring. Brown and black on white is a stunningly 
subtle combination. Deep, subdued shades are getting 
a new play, but there are also significant flashes of pink, 
orange, turquoise, and other vivid hues. These fabrics 
will make customers think of new Spring shoes. 






High-riding and off-side, a 
red suede clog with 28/8 
heel, a rim of gold 


piping. Penalijo 
from Hamilton 
Scheu & Walsh. 




























by SAMUEL SCHWARZ 






Mr. Tracy serves a customer in his new 
store. Started with limited capital, he built 
it up from a small neighborhood shop to 
one of Rochester's high style stores. 


Al Tracy's store in Rochester, N. Y., is modern in ever, 
respect. Dusty rose is the predominant color scheme. 
while white leather upholstered chairs add a touch of 
lightness and brightness to the general atmosphere. 
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IT isn’t often that you read about a shoe man who 
started out by selling job lots, cancellations, rejects, in 
an obscure neighborhood two-by-four store only to end 
up selling the highest priced shoes in town, on the 
smartest fashion thoroughfare. Yet such is the Horatio 
Alger story of Al Tracy, one-time stockboy and laster 
in a Rochester, N. Y., shoe factory, and later a window 
trimmer for a chain of shoe stores. 

Seven years ago Al Tracy, a quiet, unassuming young 
man, opened his small neighborhood shoe shop with 
two ordinary kitchen chairs for fixtures and packing 
cases for shelving. Fifty per cent of his business was 
done after six in the evening although the store was open 
from 9 A.M. to 9 P.M. At noon Mr. Tracy closed up 
and ran from factory to factory to pass out handbills 
to workers who were going or coming from lunch 
periods. These handbills were crudely printed and ad- 
vertised the $3.95 “special” buys available at Tracy’s. 
During the day he scoured the Rochester factories for 
pick-up buys, finding it necessary to close the shop dur- 
ing his absence. Thus Al Tracy was his own buyer. 
merchandising man, retail sales staff and sales pro- 
motion man. [TURN TO PAGE 84, PLEASE } 
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$795 and $§-5° 


Distont Points 
Slightly Higher 





NATURAL BRIDGE SHOEMAKERS 


Division of Craddock-Terry Shoe Corp. lynchburg, Virginia 
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Wanted: A Clarification of “Leisure Shoe” 


[CONTINUED FROM PAGE 49] 


building of additional pairage and sales 
has suffered as a result. We feel that 
the casual or leisure shoe should be 
confined to the specific purpose for 
which they were designed, after-hour 
or off-hour shoes for relaxation. Re- 
laxation, of course, does include rest- 
ing in one’s chair, reading or lounging 
about, but we prefer to think of that 
as “slipper time” and the leisure shoes 
as outdoor, perhaps country shoes, soft 
leathered, comfortable bluchers, sabot 
straps and moccasins, with or without 
the accepted and conventional wedge or 
platform. 

Let us remember that the finest shoe 
yet devised for wear about the house 
is a slipper or scuff. It is true that the 
sabot strapped Norwegian moccasin, and 
the sandal seem to serve the dual pur- 
pose of an indoor and outdoor shoe, 
and the casual shoe, because it is soft 
on the foot does seem to fill the bill 
very well. But, our promotional think- 
ing should not become confused. A 
large New York department store fea- 
tured in its Christmas slipper promo- 
tion advertising, both the Norwegian 
Moccasin and the casual shoe with the 
inference that they were slipper types. 
Certainly this is no way to build sales 
and to add to all-over pairage. Either 
the customer buys a slipper or this 
leisure type of shoe for around-the- 
house wear. In either case, the sale 
of the other type has been lost forever. 

These leisure shoes are not street 
shoes either. There can be no quarrel 
with the man who wears them to busi- 
ness, particuJarly in the case of the 
so-called casual shoe, if the materials 
from which they are made and the color 
of their materials are conservative. He 
may be impressed with their comfort. 
Certainly the fact that they are soft 
and some of them are made with wedge 
and platform gives them orthopedic 
merit. But street shoes have always 
fallen into the “conservative” classifica- 
tion and if volume is to be maintained 
it should be sold strictly for street and 
business wear. Do we hear a protest 
from some of the warm weather states? 
These states have always had apparel 
shoe and selling rules peculiar unto 
themselves. Because of their uncon- 
ventional ideas in color and combination 
of colors in dress, they may well be 
the exception which proves the rule. 
Being promotionally minded in other 
ways, perhaps too they will evolve a 
plan which will enable them to sell sev- 
eral pairs in this general leisure classi- 
fication, making this shoe become in 
unusually warm climates a basis around 
which to build a wardrobe of related 
types. It is logical, however, if such 
a condition comes about that within 
this so called casual classification, shoes 
for a specific purpose will evolve. 

This year we will have, for the first 
time in five years, unrestricted selling 
of Summer type shoes. This means 
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that your customer will be able to buy 
exactly the kind of Summer shoe he 
wants. If he fancies whites for wear 
over the weekend, he will buy whites. 
He will probably buy them in the pat- 
ters usually associated with white shoes. 
In past years, the wise merchant al- 
ways explained to such a customer that 
his white or combination shoes were 
strictly an off-the-job shoe. With cer- 
tain geographical exceptions, he was 
usually successful. This year he has 
the opportunity to sell this so-called 
sport shoe, plus a pair of leisure or 
casual shoes, thereby creating an oppor- 
tunity for an extra sale. 

But, the merchant should realize now 
that when he sells leisure shoes as an 
all-purpose shoe, because they are soft, 
comfortable and smart, he may, quite 
easily, lose the sale of the previously 
accepted white or sports shoes, whether 
it be active, spectator, the sandal, or 
the Norwegian sabot moccasin. The 
possibilities for large sales of all of 
these types has never been better; but, 
let’s be sure that we understand clearly 
the purpose of each of them. 





Business Fears Exaggerated, 
Say MASRA Speakers 
[CONTINUED FROM PAGE 56] 


Pointing to the fact that savings, 
saving bond holdings and the average 
wage in manufacturing and non-manu- 
facturing industries are at an all-time 
high, Mr. Kaufmann felt that the back- 
log of orders in steel and other key 
industries should do much to offset any 
tendency toward a long-term depres- 
sion. Temporary recessions may be 
caused in this confused period, he said, 
by the fluctuations of supply and de- 
mand; these might be underscored by 
too-high prices which could cause a 
slack in buying. Manufacturers and 
retailers, he suggested, should take a 
smaller markup in order to sell mer- 
chandise at prices which are fair and 
reasonable. 

Labor, he pointed out, is more rea- 
sonable than formerly in its demands, 
and he expected that easier settling of 
differences between labor and manage- 
ment would avoid the difficulties which 
have marked this past period. The 
unfilled demand for hard goods, often 
put forth as a possible cause of slack 
in the soft goods industries, may be 
considered only to a certain extent. 
Vanity still remains, and 1947 clothing 
lines, so styled as to look completely 
different from what was shown during 
the war, will claim their share of the 
consumer’s dollar. “The caviar and 
champagne days are over,” Mr. Kauf- 
mann remarked. The public now is in 
the market for serviceable, good look- 
ing, practical merchandise at reason- 
able prices. 





An item on the credit side of the 
ledger, he said, is the tremendous 
amount of merchandise needed in Eu- 
rope, merchandise which must be pur- 
chased in the American market. This 
takes in wearing apparel, shoes and 
heavy goods, as well as billions of dol- 
lars worth of all sorts of equipment. 
Mr. Kaufmann concluded his speech 
with the statement, “If we give our 
customers quality merchandise and sell 
it aggressively, we need have little fear 
of a protracted depression.” 

Mr. Glass discussed the general busi- 
ness outlook with special reference to 
leather and raw materials and con- 
cluded with some observations on the 
shoe situation, saying in part: 

“A good deal of smoke has been bil- 
lowing up lately in the shoe business, 
yet in reaching its source it is difficult 
to find any real fire. To be sure, some 
high priced and over-priced footwear is 
burning, and a few imported shoes 
make another smudge pot. To change 
the metaphor, the bloom is off the rose 
because consumers have reacted against 
obviously inferior values and the iden- 
tification of quality with multiples of 
five dollar bills. This inevitable change 
is not an index of the shoe business, 
of consumer demand, of fundamental 
merchandising possibilities in shoes. 

“The above statistical facts do not 
and cannot tell the full story of poten- 
tial volume in the shoe industry. I 
shall give you the facts for what they 
are worth, and I shall presume to take 
the privilege of a gratuitous lecture. 

“The facts themselves have been 
stressed on a number of occasions in 
recent months. Your potential market 
has expanded because the nation’s 
population has increased to 140 mil- 
lions, some 10 million more consumers 
than prior to 1940. At the prewar 
average rate of consumption that in- 
creased number of consumers account 
for approximately 35 million pairs of 
shoes and should therefore bring the 
reasonable minimum of annual shoe 
consumption near 445 million pairs 
rather than the 410 million pairs aver- 
age of several prewar years. Every 
retailer must recognize that the coun- 
try has expanded, that the change be- 
tween 1947 and 1940 is just as great 
as the change which occurred from 1914 
to 1921. We tend to look back to 1940 
as immediately behind us and we for- 
get that expansion and growth on a 
huge scale has taken place in these 
United States. 

“A great deal has been said about 
the increased competition which con- 
sumer goods industries will face from 
the more abundant supplies of durable 
goods such as washing machines and 
refrigerators. Nevertheless, the re- 
tailer who remarked so aptly here today 
that Mrs. John Doe cannot walk down 
Main Street in a new washing machine 
has touched upon a highly significant 
fact. I do not believe that consumers, 
after the vivid experience of recent 
years, can revert easily to the standards 
of shoe living which were taken as a 
matter of course in former years.” 
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Sarman s Consumer Peceplance 


means more new customers for you each 


season... more repeat sales every year... 


(This illustration appears this Spring in full page ads in Life and The Post.) 


The postman rings many times every day at the Jarman Shoe Company, bringing letters of praise 
from Jarmon fans everywhere. From coast to coast, the messages come, many signed by Jarmon 
customers of five, ten, twenty yeors’ standing . . . mony others penned by men recently attracted to 
Jormons. But whether from old Jarman friends, or new, every letter brings further proof of the 
enviable record being set by Jarman’s Consumer Acceptance ...a record that shows more ond more 


men ore weoring Jarmans. For you, the Jarman dealer, the skyrocketing demand for Jarmans means 





more new customers for you each season . more repeot sales every yeor it meons, in short, thot 
the Jarman line, your line, is the growing line — the line that's lined up for a future unlimited 


JARMAN SHOE COMPANY e DIVISION OF GENERAL SHOE CORPORATION @ NASHVILLE @ TENNESSEE 


SHOES FOR MEN 
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HOLLYWOOD SKOOTERS VIA AMERICA’S TOP FASHION PUBLICATIONS! 


_pACKED WITH | 
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KE THESE - 


GORGEOUS ADS Ul 





CALIFORNIA SALES MAGIC --WILL APPEAR IN 





MADEMOISELLE - SEVENTEEN - GLAMOUR - CHARM 
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Spring itself! California styled 
elkskin in white, Desert red and Turf tan. 


All leather construction ... all hand-lasted! 





At better stores everywhere... 


re ~ SKQOTERS 





VOGUE SHOE COMPANY ¢ 3616 SOUTH SAN PEDRO STREET @®@ LOS ANGELES 11, CALIFORNIA 
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" Take this sling-back pump by Gregory & Read Co. It’s 
Sack y black gabardine with patent platform and heel for 
contrast. The heel pad of Patent-Glo is the finishing 


touch . . . an important part of the fashion picture. Patent- 

Glo gives shoes a richer look, yet costs less to use 

atent-G lo because it requires no folding over. It wears well, too, 
keeps shoes looking new. 


Patent-Glo for sock linings, heel and toe pads is immediately 
available in all wanted colors. Use it to give your shoes 


that well finished look. 


PATENT FABRIC cOoOMPAN Y 
183 ESSEX STREET . BO@SsS TON ai. MASS. 
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BUSINESS DROPS IN 
NEW YORK 


WuiLe sales in most stores surpass 
last year’s figures, in dollars if not in 
pairage, business has dropped off to 
some extent in New York. Stores are 
trying to hold prices in line in order to 
avoid price resistance, but they are not 
entirely successful. There are signs of 
consumers deciding how much they 
think they should pay for shoes and 
refusing to pay more. This attitude 
is not as prevalent among men, how- 
ever, because inventories in men’s 
shops are still extremely low and men 
need shoes, regardless of price. How- 
ever, customers are becoming more 
style-conscious, both men and women; 
they may have to pay more than they 
desire, but they will shop around for 
the style they want and not be satis- 
fied with anything the merchant can 
give them. 

Customers are also becoming quali- 
ty-conscious. This attitude, coupled 
with price resistance, is perhaps most 
apparent when it comes to evening 
shoes. In general, this business has 
not been good, the cause probably be- 
ing that good quality and style were 
hard to find at a moderate price. Those 
departments which report a good vol- 
ume in evening shoes are those which 
offered a varied price range. 

Resort business has yet to amount to 
much in this city. The few Fifth Ave- 
nue shops who are getting the custom- 
er who is going South are selling white 
and also combinations, red, green, raf- 
fia, and high colors in fabric. Men's 
shops have begun to see some signs 
of buying for resort wear, but one 
buyer says this business does not come 
up to last year. 

The question has been raised con- 
cerning the continued popularity of 
flats. The suggestion that they are 
dying out is refuted heatedly by all 
buyers. They are selling, even in the 
higher price brackets and to a very 
wide range of customers. However, 
buyers point out one grave shortcom- 
ing: customers want dressy flats and 
these, particularly in closed styles, are 
practically non-existent. 

The wing-tipped shoe in medium or 
dark brown is the best seller in men’s 
shops. Few stores are getting deliver- 
ies of black shoes so they are, there- 
fore, still in good demand. One mer- 
chant believes that interest in black 
shoes for their style value could be in- 
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creased, but adds that they would 
never amount to more than twenty per 
cent of total sales. 

There have been many clearance 
sales throughout thec ity. These have 
included reptiles, gabardines and mer- 
chandise of questionable quality which 
will not be reordered. Some buyers 
are sitting tight and ordering no mer- 
chandise for the time being because 
manufacturers’ prices are too high. 
One buyer believes consumers are do- 
ing the same thing because they expect 
prices to drop. Another buyer of wo- 
men’s shoes adds that the supposition 
that more high grade shoes are being 
sold is false. True, stores are getting 
the same customers who patronized 
them during the war, but since the cost 
of living has gone up these customers 
fee] that they must economize on shoes 
and they are not buying extra pairs. 

Some buyers think that prices are 
leveling off, one citing the case of a 
few resources reducing prices; others 
don’t know what to think, except that 
the present situation will probably con- 
tinue for as long as five months. How- 
ever, they do agree that attention to 
salesmanship, display and advertising 
must be renewed. 

+ = = 


ST. LOUIS STORES 
REDUCE INVENTORIES 


LATENT effects of the transition from 
a seller’s to a buyer’s market in wo- 
men’s shoes, while noticeable only at 
infrequent intervals earlier, came to 
the surface in January, resulting in a 














For the lady who finds her escorf's 

hairline at eyelevel, or spikes uncom- 

fortable, |. Miller in New York shows 
the in-between heel height. 





marked change in many phases of re 
tailing. Dominating the activity was 
a concerted effort to reduce stocks of 
surpluses and undesirables and a cur- 
tailment of buying on the part of re- 
tailers in the hope of forcing back 
wholesale prices. 

In addition to a myriad of clearance 
sales in both the downtown area and 
outlying districts of St. Louis, which 
were described by shoe men as moving 
with only moderate success, a good 
many of the larger shoe operations 
were ridding their shelves of surplus 
stocks by selling at deep discounts to 
jobbers. 

In explaining this action retailers 
and jobbers alike pointed out that it 
was a natural result of a return to nor- 
malcy; that it offered a quick means 
of rectifying the mistake of over-buy- 
ing. By moving surpluses in this man. 
ner, some retailers said, an individual 
store’s regular customer demand was 
not lessened as would be the case if 
the feminine customer's shoe wardrobe 
was piled high with sale merchandise. 

Probably one of the most disturbing 
trends in St. Louis has been increased 
consumer resistance in all price brack- 
ets, or increases brought on by decon- 
trol. The average feminine buyer, re- 
tailers say, is becoming less enthusi- 
astic about paying a dollar or two more 
for the same or similar quality shoe 
she could buy at the lesser figure un- 
der OPA prices. 

Some retailers have said that the 
majority of women could survive with- 
out additional shoe purchases for at 
least a year. 

While they don’t anticipate such a 
lack of buying they feel now, to a 
much greater degree than they did 30 
days ago, that more style and more 
quality will have to go into shoes, espe- 
cially in the higher price brackets, to 
maintain volume sales. As one shoe 
buyer asserted, “It’s either more qua!- 
ity at the same price or less price.” 

* 7 > 


CUSTOMERS MORE 
CAUTIOUS IN CHICAGO 


As a new year came into being, the 
re-introduction of an old custom be- 
came evident when many Chicago 
stores held clearance sales, the beloved 
prewar event of bargain seekers. While 
most drastic clearances were evident in 
apparel lines, many houses reduced 
shoe lines markedly also. In the popu- 
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lar price field, Maling Bros. offered 
their regular $4.98 and $5.98 lines at 
$1.97 and $2.97. Joseph in an impos- 
ing ad, repeated quite a number of 
times, reduced shoes formerly priced 
from $8.95 to $29.95 down to $5.00 to 
$12.00. In the latter category were 
many reptiles, luxury items which had, 
in recent months, slipped badly in 
sales. Several shops, incidentally, have 
recently featured reptiles at $14.95 and 
$16.95—new merchandise, not mark- 
downs—which is a considerable drop 
from the $29.95-and-up brackets of the 
pre-holiday season. Mandel Bros. of 
fered with considerable success an 
Army surplus stock of WAC oxfords 
at $7.49. 

In new merchandise, deliveries are 
now more steady and frequent, and 
sithough prices have obviously in- 
creased in most lines, these are the in- 
creases of several months ago. Al- 
though the consumer is not storming 





the doors to buy footwear, she is also 
not apathetic, 

Good quality calfskin remains on the 
scarce list in almost all departments, 
and most buyers anticipate that it will 
be several months at least before there 
will be any general availability of this 
leather. Suedes are once again more 
easily come by, but at this season of 
sloppy streets and the need for pro- 
tective footwear, they are rather less 
in demand. There has been some ac- 
tivity in advertising of patents, but 
thus far they have not moved quickly. 
The closed-toe shoe, and the all-closed 
shoe are frequently heralded in adver- 
tising as the new note of footwear, but 
most retailers report that the sling- 
pump with closed or open toe is still 
the best seller. However, this is not 
conclusive, as most stores have more 
of this type to sell than they do the 
closed models. However, many shoe 
men believe that the open shoe will 
continue as a good seller since the 
warmer season lies ahead, and cer- 
tainly that is the shoe which will again 
be wanted for Summer comfort. 

* = = 


DETROIT RETAILERS RETURN 
TO PREWAR METHODS 


THE past month appears to have 


marked the turning point of reconver- 
sion in Detroit shoe business. War- 
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A return to the closed toe is featured 
in this ad of Marshall Fieid in Chicago. 








born shortages still prevail, but there 
are definite signs that retailers have 
reached the conclusion, both deliber- 
ately and unconsciously, that they must 
prepare speedily to revert to peace- 
time operation. 

This is most significant in the gen- 
eral determination to clear shelves of 
all types of wartime stock and buy new 
merchandise, adjusting as necessary on 
prices. The change-over affects both 
types of merchandise and price levels 
in different ways. 

There was a marked slowing-up of 
business just before Christmas, despite 
some rush business levels reported in 
department stores generally in the ter- 
titory. This applied largely to other 
than shoe departments, however. With 
the end of the holiday trade, stores 
went into clearance sales and various 
forms of special exploitation such as 
kad been almost unknown for the past 
three or four years. Every effort was 
made to remove types of footwear 
which had proved slow sellers since the 
end of rationing, as customers waited 
in expectation of “prewar quality” 
merchandise. 

A notable increase in shoe buying 
by retailers was evident in reports from 
wholesalers as the late Fal} lull came 
to an end. Shoe dealers who had hesi- 
tated to buy after price controls were 
lifted turned into ready purchasers, for 
immediate delivery where possible. 


General easing of the situation in 
women’s shoes was reported in the ter- 
ritory, while other lines remained very 
short in supply, with heavy backlog of 
orders a common report. 

General level of business has fluctu- 
ated very much, but the average ap- 
pears to be a modest percentage better 
than a year ago. The incidence of ra- 
tioning at that time makes comparison 
difficult, while somewhat higher prices 
in many lines may mean that total unit 
sales are actually slightly lower. 

Notable return to sound merchandis- 
ing and promotion of shoes is a major 
characteristic of the city’s retailers at 
the start of the new year. This has been 
an increasing trend for several months, 
with present performance easily up to 


prewar standards. 
> > = 


DENVER CUSTOMERS 
MORE SELECTIVE 


Even this long after the abolishing of 
OPA, Denver shoe dealers find it diffi- 
cult to see that there is much differ- 
ence in the shoe situation. 

One of the quality stores reported 
that business is much better. Prices 
are up, but the quality of the shoes is 
better and people buying the more ex- 
pensive shoes seem to be more pleased 
with them. Furthermore, in the more 
expensive lines handled by this store, 
people are not too hard to please and 
they do not balk at price. 

Prices in most stores held firm after 
Christmas. Where many believed there 
would be sharp drops in prices, the 
cuts have been negligible. 

In a store featuring lower priced 








shoes, business is up, prices are down. 
People patronizing this store are more 
selective in their buying. They want 
quality shoes, but they don’t want the 
prices of those shoes to be too high. 
Desirable shoes, reports the manager, 
are still hard to get. He cannot see 
much change since the exit of price 
controls, but feels that perhaps the 
next big shipments might be higher in 
cost than those of the past few months. 

Another store reports that prices are 
up. “Business has dropped tremen- 
dously,” reported the manager. “We 
are certainly not getting the play we 
used to get. Prices are not too high; 
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... AND GIVES YOU QUICK TURNOVER—GOOD PROFIT 


That’s what Trimfoot’s Baby Deer is doing for many shoe dealers, and 
there’s a reason. 

Each month, millions of mothers meet Trimfoot’s Baby Deer in nation- 
al advertisements that, according to scientific measurement, attract 
and hold more readers than any other competing shoe advertising. 
These ads tell the story of “Cuddle-Back,” Trimfoot’s patented feature, 
and they impress mothers with the fact that Baby Deer is the symbol 
of high quality, reasonably priced children’s shoes. 

When you display Baby Deer on your counters or in your windows, 
you'll find that he pulls customers like a magnet. And you'll find that 
the Trimfoot line is a natural for repeat business because basic styles 
are available in sizes from birth to age 5. 


Put Baby Deer to work for you. He'll boost your turnover, increase 
your profit. 





SABY DEER 
SHOES SHOES 
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in fact they are mostly what they were 
last Fall, but the public seems to lack 
the spirit. People may be running 
short of money, because they are shop- 
ping around more.” 

Two other stores, in the same dis- 
trict, somewhat removed from the main 
trading area in Denver reported a simi- 
lar state of indecision ia the public. 





The tendency to shop around, even 
when people know that one shoe store 
has little more to offer than another, 
is more prevalent now than it was 
while price controls were in effect. 

In all, however, there is a note of 
optimism. Dealers are looking for 
newer styles, better quality and greater 
quantities of shoes within the-next few 
months when Spring and Summer 
styles start arriving. 

* - — 


BALTIMORE STORES 
UNLOAD IMPORTS 


THE latest trend in Baltimore is the 
purposeful unloading of imported Ar- 
gentine reptiles. Stores everywhere re- 
duced their stocks because buyers ex- 
pect domestic production to zoom soon. 
Since the American products are supe- 
rior to those of our South American 
neighbor, this would leave a heavy 
backlog of imported merchandise ac- 
cording to the buyer of one of Balti- 
more’s largest department stores. 

Buyers all over Baltimore, therefore, 
protected themselves, but at the same 
time cheapened the domestic product 
inadvertently, because customers now 
are expecting the American alligator 
creations, which are better, to be as 
low in price as the Argentinian. This 
is the result of the wholesale clearance 
and the domestic alligators will be 
more difficult to sell at top price. 

A survey of local shoe stores reveals 
that colors in reptiles are at an all- 
time low, since most stocks have been 
selling in sales. Green was virtually 
unobtainable except at Hahn’s on West 
Lexington Street, where there are still 
some South American alligators in this 
shade. By the middle of January size 
lots were broken, and this went for 
ealf and suede that were featured in 
the many sales after Christmas. 

In the meantime, shipments were 
still fair for 1947. One shoe buyer 
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claimed there is a rise in price for 
dress shoes from 10 to 20 per cent and 
a definite 30 per cent increase in arch- 
type shoes. 

For Winter vacation promotions, 
brown and white shoes in spectator 
styles are leading in sales, while black 
and whites are not so much in demand. 

“The trend of Spring is like the war 
years,” said the buyer for Stewart's De- 
partment Store. “Color combinations 
are hard to get. For February and 
March we are selling black patent, 
brown calf and red calf.” 

One store manager said that in the 
children’s section, shipments were slow 
and they were short on some sizes. 
Prices went up in January, but he said 
he expected a leveling of prices in 
February. 

However, he was most optimistic for 
1947, feeling that the “picture looks 
good.” Shipments are better, supplies 


plentiful. 
> * = 


LOS ANGELES STORES 
HOLD SPRING CLEARANCES 


F IRST signs of Spring were evident 
in Los Angeles stores, where activity 
was divided between cleaning of old 
stock at reduced prices and putting in 
new Spring lines. Reductions ranged 
from 20 to 50 per cent, and in some 
cases, particularly women’s slippers 
and play shoes, to as high as 75 per 
cent. Few better quality branded lines 
were being sold at clearances. Except 
for 2 few moccasin types, reductions in 
men’s shoes were concentrated on un- 
branded lines, with a variety of styles 
displayed on the clearance tables. 

In both women’s and men’s shoes the 
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Trimmed with brown, navy, or black 

leather, these white pumps for Spring 

and the sunny South were offered by 
Hess of Baltimore. 


brown and white spectator seems slat- 
ed for top honors in the Spring fash- 
ion picture. For women the reptile 
family, patent, and suede will be in 
highest favor, and as usual, merchants 
cannot fill the demands for calfskin, 
particularly in navy. All-white suede 
is described as best in play shoes and 
in some very high style patterns. 

Bruce Williamson, Beverly Hills 
French Bootery, rates reptiles as tops 
for Spring promotion and has given 
most of his windows over to their dis- 
play. Although he specializes in simple 
unadorned styles, he finds that patrons 
invariably want bows and other deco- 
rative details. He is getting calls for 
patent shoes with both open and closed 
backs. 

Harry Durand, Eastern Columbia, 
was able to make a clean sweep of all 
unwanted merchandise during his 
early January clearances, and is going 
to watch his inventories more closely 
within the next few months than ever 
before. Looking ahead to Spring, 
which he says is reflecting itself per- 
ceptibly in his sales, he believes that 
brown and white spectators in wing 
tips, quarter brogues, and moccasin 
styles will play the dominant part in 
the men’s fashion picture. Both in 
moccasins and wing tip styles he is 
doing a big job in dark brown suede 
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with calf trim. For women he foresees 
the biggest demand for brown and 
white spectators, both in sling pumps 
and closed backs. There has been a 
large demand for women’s dress shoes 
in gray suede, he reports. 

Phil Mashburn, Gude’s, cleared out 
women‘s shoes that have been accumu- 
lating for two or three years. Shoes 
that went at reduced prices included 
plastic patent dress shoes, gabardine 
pumps, fabric and leather play shoes. 

Another prominent Broadway retail- 
er was cleaning house to achieve a bal- 
anced stock in materials and patterns. 
It is his contention that women are 
craving something entirely different in 
their Spring footwear, and this might 
include adaptations of favorites of for- 
mer years, such as high-riding fronts, 
closed toes and closed backs, or mod- 
ern use of newer colors and more in- 
teresting, more feminine details and 
trims. 
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Bright Shoes 
And Vivid Clothes 
[CONTINUED FROM PAGE 63] 


The closed shoe is making its im- 
portance felt in the way that it has 
turned up even in Spring lines where 
open styles usually take strong pref- 
erence. Certainly open shoes are still 
the best bet for Spring selling, but 
women do want the closed shoe. There- 
fore, the combination, closed toe sling 
or closed quarter with open toe, is 
destined for success this season. Vamp 
openings are well-liked for the sug- 
gestion of freedom and bareness they 
give to closed designs. But the all~losed 
pump still makes its bid for the repu- 
tation of being the loveliest suit shoe. 

Very open shoes are making much of 
the symmetric look through diagonal 
strippings, off-side toe openings, bare 
shank or vamp openings on only one 
side. The high-riding look also adapts 
itself nicely to the sandalized shoe. 
Some of these have closed toes, but 
effect the light feeling with narrow 
strips crossing the instep. 

These are the shoes which have 
captured the spark of the refreshing 
new spirit of fabric designers. Whether 
closed or open, the simplicity of style 
of the Spring shoe makes it an ef- 
fective complement to the vividness of 
new prints. 


Latin-American Authority 
Speaks to Shoe Men 


Boston, Mass.—Ray Josephs, an 
often-quoted authority on Latin 
America, and author of “Argentine 
Diary,” was the guest speaker at the 
330th dinner meeting of the Boston 


Boot and Shoe Club, held at the Hotel 


Statler, recently. Mr. Josephs traced 
the political history of that country 
from 1912, when a German military 
mission arrived to train the Argen- 


tinian army, to and through World | 


War II, when the country was a hot- 
bed, he said, of German espionage. 
Presiding at the meeting was the 
newly-elected president of the club, 
John E. Daniels. 


A Men’s Shoe Firm 
Broadens Its Field 
(CONTINUED FROM PAGE 51) 


& Hardy, reported that slippers sold 


much better than was expected and | 


that there was unusually little price | 


resistance. General sales in shoe mer- | 


chandise, he said, were better than 
last Christmas. The sale of White- 
house & Hardy robes, he added, was 
a source of special gratification. “Joan 
Crawford was in a week or so before 


Christmas,” he said in a tone of pride, | 


“and bought six of them. She compli- 
mented one of our salesmen on the 
service.” 
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you are offered this clean—fashion right 

—surplus merchandise—obtained from 
leading manufacturers and 
department stores. 











These Unusual Values 





Are Yours at Extremely 





626! Biock Faille Filet Sanda! 





Low Prices 














White Foille Fiat 
Senda! 
Sizes 4 to 2 N 





ond M Widths 

$1.00 

Formerly re- 
tailed ot $5.00 









Sizes 4 to 9 N 
ond M Width: 
IMMEDIATE 
DELIVERY 













646! Block 
Faille Fiat 


| 
White 


b460 
Faille Flat Sandal 
Sizes 4 to 9 N and M 





$2.00 
Formerly retailed up to $10.00 


; 
| 9976 WN—Gold Tinsel with matching 


rhinestone nailheads on white background. Widths 

Also available F $1.00 

9976 AN—Same as above—on black back- ’ ; 

ground . Formerly retailed ot $5.00 
a 9976 N—Same as above—on gold back- 

ground 
: 9976 W—White satin with matching rhine- 
Ld stone nailheads 


9976 A—Same as above in block satin 
9976 X—Multi-colored tinsel on block 
bockground with contrasting rhinestone 
nailheads 

5529 A—Black Suede—High Wedge Heel 
9529 aA—Black Satin—High Wedge Heel 
9529 AN—Gold Tinsel on Block Back- 
ground—High Wedge Heel 





9529 WN—Gold Tinsel on White Bock- 797 A — Block 
ground—High Wedge Heel Foille Ballet 
9529 X—Multi- colored Tinsel on Block Type Shoe 
Background—High Wedge Heel Sizes 4 to 9 








M 7976 H—Red Gabardine with Contrast- 


ing Rhinestone Noilheads 


M 7976 A—Block Gabardine with Con- 


trasting Rhinestone Nallheads 
M 7976 E—Navy Gabardine with Contrast 
ing Rhinestone Nailheods 












AA and 8 Widths 
797 W —Same os above in White Foille 
Sizes 3/, to 9 AA and 8 Widths 


$1.00 
Formerly retailed at $5.00 
















RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Menuapictriing mi Markets 


Chicago 


NEGOTIATIONS between union shoe workers and their 
manufacturing employers are still in a state of flux. The 
Chicago Joint Council No. 25 of the CIO is seeking a 20c. 
hourly increase. Although this body has met several times 
recently with local manufacturers no conclusion has as yet 
been reached. Spokesmen for the manufacturers believe 
the union is temporarily quiescent in this area waiting to 
see what will develop in other sections of the country. In 
view of the recent experience of John L. Lewis and his 
miners, the general attitude of labor’s rank-and-file as well 
as of the leaders is one of caution, of not overstepping the 
bounds of reasonableness. 

Activity in the hide market was very spirited when, re- 
cently, almost one-quarter of a million hides and skins from 
the big packers were traded. There was some drop in 
prices. Finished side leather which had earlier reached a 
peak of 58c. a foot, started to sell at 48c. Calfskin for men’s 
shoes dropped 2c. but the lighter weights suitable for wo- 
men’s footwear remained the same. Some tanners expect 
to raise the price in this latter category shortly since calf- 
skin is still a very scarce commodity. Most manufacturers 
report that they are buying carefully since the future still 
holds many unpredictables, both in the field of supplies as 
well as in labor.. Their demand from the packers is steady 
since the consumer demand for footwear remains steady, but 
no one wishes to load up on merchandise which may sud- 
denly develop into a too-high-priced commodity for the gen- 
eral public. The so-called “buyers strike” has not reached 
any serious proportions, and in most instances, this strike 
was aimed at the de luxe items. But it has served to make 
the manufacturer very sensitive to consumer trends. The 
retailer, with less stock on his shelves than in prewar years. 
turns his stock more frequently and thus gets the public 
pulse of buying more quickly than formerly. As a result 
the manufacturer, too, is in closer touch with the demands 
of the immediate market and can gauge his operations ac- 
cordingly. 


Boston 


THoucH there have been more buyers in the Boston mar- 
ket recently than during the period immediately following 
decontrol, trade reports are to the effect that they are more 
interested in procuring small lots for immediate delivery 
than in placing larger orders for delivery in the future. 
Future orders which have been placed, furthermore, are 
rurely placed without definite promises on the part of the 
manufacturer that delivery dates will be met. 

Hardest hit segment of the industry is believed to be the 
work shoe division in which business has lagged badly for 
some time despite the fact that manufacturers have been 
privately offering their shoes at prices well below the peak 
reached in the days following the demise of all footwear 
ceilings. 


In the meantime, and as part of its price stabilization 
campaign, the New England Shoe and Leather Association 
has gone on record in a letter to John R. Steelman, as- 
sistant to the President, as favoring the continuation of 
existing “government controls on the exports of hides, skins 
and leathers until . . . supply is in balance with demand.” 
The association pointed out in its communication that “the 


’ world price of hides is substantially above the domestic 


market—cattlehides in Argentina have been quoted at 35 
cents compared to current prices in our country of 24 cents 
per pound” and that if controls are now lifted, with an al- 
most unlimited world demand for hides, “domestic prices 
would automatically increase to existing world prices, if 
not higher.” 

Its argument in favoring retention of controls on leather 
the association bases on the fact that “world demands for 
leathers are also great and the elimination of export con- 
trols could easily result in a situation where tanners might 
find it more profitable to export at much higher prices, 
which would curtail supplies for the shoe industry.” 


St. Louis 


Ir labor relations continue on their present high level, shoe 
manufacturers have stated, the prospects for 1947 being a 
banner year are bright. Production for the year should 
greatly surpass 1946, prices conceivably could begin a 
downward movement in two to three months, and both 
guality and style should move up. 

Basis of this belief stems from several sources. The hide 
market has shown a gradual easing in the past two months. 
Calfskins, although moving in the opposite direction, are 
expected to follow the downward trend as soon as the new 
kill begins. Manufacturers are very much aware of con- 
sumer resistance and realize the necessity for more style 
and more quality. 

Immediate price revisions, however, are not anticipated 
because, as has been frequently pointed out by manufac- 
turers, wholesale prices still are based on a figure con- 
siderably below current leather costs. As a spokesman for 
one manufacturer expressed himself, “The key to lower 
prices is wrapped up not only in labor costs and leather 
prices, but in greater production.” 

Joseph J. Byrnes, sales manager of the Johansen Bros. 
Shoe Mfg. Co., believes that by April the beginning of a 
gradual easing in wholesale prices may have started, but 
like other industry spokesmen, he can see no immediate 
change, because, as he puts it, both labor and leather are 
tight. Commenting on style, Mr. Byrnes predicted that 
closed-up shoes would be much more in evidence by Fall. 

Jack Jacobs, sales manager of the Samuels Shoe Mfg. 
Co., feels that feminine buyers will demand both better 
made merchandise and more style during the current year 
than in the past. Within three months, he predicted, manu- 
facturers will have a much better picture of fixed costs, 
which will enable them to make a more realistic approach 
to pricing. A possible result, he explained, could be a re- 
grouping of price brackets. 
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For Summer Semi-Dress 





a 


Designed to fill the need for a low heel shoe, soft and 
flexible, for wear with many types of Summer costumes 
cre these two smart little models from the Spring Chou- 
Chou lige by Pli-Mode. The oxford is a perfect complement 
to sports clothes. The stepin can be worn with softer, 
more feminine daytime cottons and rayons. Both shoes 
cre of white elk trimmed with contrasting brows. Both 
have the new flexible sole, the bottom part of which is fall 
chrome. And the soles of both have a double row of stitch- 
ing to make the soles more secure. The heels are one inch 
in height. The Hi-Larks line by Pli-Mode has the same new 
flexible sole construction. 


Editorial Outlook 


[CONTINUED FROM PAGE 47] 





sumers, white-collar and otherwise, who have not shared 
in any proportionate degree in the very substantial in- 
creases in income that many segments of the population 
have enjoyed. Have some shoes in stock if possible that 
these sorely-pressed people can buy at or near former 
OPA ceilings. 

Average the prices of the balance of your stocks ac- 
quired at various cost figures, so the percentage of in- 
crease won't appear too far out of line. 

Then do the most conscientious and convincing pro- 
motion and selling job you've ever done in your lives. 

If everybody operates—and co-operates—-along those 
lines, we believe this price situation can be stabilized 
sooner than many shoe men seem to think—and with a 
minimum of discomfort or distress. 





New Wholesale Firm Formed 
Cuicaco, ILt.—The formation of a new Chicago 
wholesale firm was announced here recently by Chester 
Epstein and Morris Shocket, co-organizers. The new 
firm will be known as the Chetmor Shoe Co. and will 
market a line of women’s sports and novelties. 
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Sell on Sight! 








Yes — Shower Toes are back . . . and in 
almost unlimited quantities. 


THEY MOVE FAST! Ac 75 cents per 
pair, they literally walk right out of the store. 

YOU NEARLY DOUBLE YOUR MONEY. 

cost you $4.62 per dozen. You sell at 
$9.00 per dozen. 


“@® Ladies love Shower Toes’ trim, smooth- 
as-skin look and feather-lightness. They’re 
on-and-off in a jiffy and tuck away in a coin- 
purse size pouch. 


national advertising tells it 
te millions of ladies 
again and again 


National advertising will 
“peak up” in Mademoiselle 
and Ladies’ Home Journal 
during the rainy season 
. « « talking to the ladies 
when they'll be wanting 
and looking for Shower 
Toes. 


FOR DETAILS on a- 
sortments, colors, dis- 
plays, write Dept. C. 





BETTER YET — try a trial order of two 
dozen packed in a display carton. 


THE ly worsen CO., MASSILLON, OHIO 











Designed for Youthful Customers 


[CONTINUED FROM PAGE 58] 


for happy feet which suggests a trip 
to Pam’s at regular intervals in addi- 
tion to picturing the mechanics of 
proper foot care. 

Indirect lighting for the illustra- 
tions is concealed behind natural fin- 
ished Primavera wood paneling the 
top of the shoe shelves, while overhead 
lighting is derived from fluorescent 
tubes extending the length of the sales- 
room. 


Young Customers Feel at Home 


To make a lasting impression on his 
juvenile customers Marx makes them 
feel at home when they come into his 
store and has left most of his 40 by 23 
feet salesroom free from displays to 
give them. space to roam. This they 
can do to their heart’s content by mov- 
ing from one red leather upholstered 
chair to the next or by treading upon 
the thick carpeted natural gray rug 
extending from wall to wall. 

Though Mr. Marx has used some 
newspaper advertising in getting his 
message across to parents, his major 
strategy is direct mail. Building a 
mailing list from the records of Clay- 
ton’s schools, he launched an intensive 
mail campaign to all parents of the 
vicinity shortly after the store opened. 
He also is keeping a close tab of the 
birth listings in newspapers and plans 
to send birthday greetings to each 
child on its first birthday in addition 
to congratulatory messages immediate- 
ly following new arrivals. 

Since Pam’s is one of the first stores 
in a new shopping center known as 
Forsyth Plaza, Mr. Marx expects most 
of his business from what he terms 
the “carriage trade,” or from cus- 
tomers who come to his establishment 
in automobiles. Thus his operation, as 
well as all the others in the plaza, 
will provide parking space in the rear. 

This catering to the “carriage trade” 
also explains his window merchandis- 
ing, which is only a few inches off the 
floor and permits a night pedestrian 
or person in a car to get an unob- 
structed view of the entire salesroom. 


6,000 Pairs in Stock 


Though his stockroom in the rear 
has a capacity for 6,000 pairs, Mr. 
Marx carries his most popular styles 
and sizes on shelves in the salesroom. 
The store carries shoes for infants up 
through size 6 in boys’ and size 9 in 
girls’. 

A Navy veteran with a record of 
five years’ service, Mr. Marx is the 
son of the late Fritz Marx who at one 
time was president of the Moore Shoe 
Co. Experienced in several phases of 
the shoe business, Mr. Marx traveled 
for the Saco-Moc Shoe Co., Portland, 
Me., for a time and managed the Ham- 
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ilton-Brown Shoe Co. factory at Co- 
lumbia, Mo., before the war, followed 
by seven months’ experience in the 
children’s department of Famous-Barr 
Co., St. Louis, after he was out of 
service. 

A corporation, Pam’s is headed by 
Mr. Marx as president and treasurer; 
B. M. Schulein, vice-president, and 
Mrs. Elsa Marx, secretary. 





Fit Your Customers and 
They'll Buy Your Shoes 
[CONTINUED FROM PAGE 53] 


to stress and strain, but always re- 
turn the bones to the original arch 
formation. It is when ligaments, ten- 
dons, or muscles fail for any reason, 
that one or more bones slip out of 
place and you develop “foot condition” 
that requires either mechanical sup- 
port or the attention of an Ortho- 
pedic surgeon. 


Blood Supply to the Feet 


With the feet as active as they must 
necessarily be, they are supplied with 
an abundance of nerves and blood ves- 
sels. (Illustration IV.) Blood is pumped 
into the feet through arteries, which 
divide into smaller blood vessels and 
in turn, into tubes, or capillaries. 
These feed blood to the muscles of the 
feet, then pass it with collected im- 
purities on to the maze of small veins 
which, in turn, empty into larger veins 
carrying the blood back to the lungs 
for purification and then to the heart 
again. 

The nerves are the body’s telegraph 
system. The largest nerve in the body, 
the sciatic nerve, extends its branches 
into the feet. These branches run be- 
tween and around the bones and when 
any displacement of any bone exists, 
these nerves may become impinged, 
and consequently register pain in 
various parts of the body as well as 
in the foot itself. Similarly, if blood 
vessels are constricted by misplaced 
bones and interfere with circulation, 
the tissues are not properly fed and 
impurities are not carried away in the 
blood steam. 

It is apparent, then, that the health 
of the entire body, as well as the foot, 
may depend upon the proper alignment 
of the bones which form the arches of 
the foot. 

The natural positions of the arches of 
a normal foot are illustrated in figure 
V. Two of these arches run the length 
of the foot; one across the instep, and 
the fourth, the so-called Metatarsal 
Arch, while not actually an arch in 
the strict sense, is comprised of the 
heads of the five metatarsal bones 
which bear two-fifths of the weight 
of the body in motion. 


The inner longitudinal arch has its 
forward base at the head of the meta- 
tarsal bone which joins the great toe. 
This bone rests on two tiny pebble-like 
structures called sesamoids, not gen- 
erally considered as bones themselves. 
The rear base of the Inner Longitu- 
dinal Arch is under the heel bone and 
the bones that directly form this arch 
are: a, first metatarsal; b, inner cunei- 
form; c, scaphoid; d, ankle bone; e, 
heel bone. 

The outer longitudinal arch has as 
its forward base the head of the fifth 
metatarsal. The rear base of this arch 
is the same as the rear base of the 
inner longitudinal arch, namely the 
under point of the heel bone. Between 
these two bones which form the for- 
ward and rear base of this are, there 
is only one other bone, the cuboid. The 
outer longitudinal arch is normally 
very low, and the slightest disarrange- 
ment of the complete structure will 
cause it to sag and create painful 
pressure. 

The so-called anterior metatarsal 
arch is formed by the heads of the 
five metatarsal bones. 

The transverse arch has no base, 
but is held in suspension by the cor- 
rect position of the Inner Longitudinal 
and the Outer Longitudinal arches. 
The transverse arch extends across 
the instep and is formed by the fol- 
lowing bones: a, inner cuneiform; b, 
middle cuneiform; c, outer cuneiform; 
d, cuboid. 

In studying the arches of the foot, 
there is one important factor ap- 
parent—the great variation in the 
height of any arch in what may be 
a perfectly normal foot. A low arch 
is not necessarily a weak arch, though 
it is true that every weak arch is 
lower than its normal position. It is 
quite possible, however, and frequently 
true, that a weak arch giving greater 
pain and discomfort is actually higher 
than another arch which may be quite 
normal and gives no distress whatso- 


ever. 


Knowledge of Foot Structure 
Needed 


There are no two feet exactly alike; 
therefore, in fitting shoes a knowledge 
of the normal structure of the average 
foot is essential. The type of shoe 
and the last may be adapted to any 
deviation from the norm which you 
may encounter. 

It is advisable to acquire the habit 
of observing feet and the manner in 
which people walk. Observe particu- 
larly the feet of the prospective cus- 
tomer as he walks into the store. A 
quick glance by a trained observer 
frequently provides a hint which an 
expression from the customer may con- 
firm to facilitate the sale. Careful ob- 
servation will enable you to do a bet- 
ter fitting job and build real consumer 
confidence in your shoes and services. 


Boot and Shoe Recorder 











More power to ae " 
ity Cub@g if 


DISTINCTIVE SHOES FOR MEN 





+ 
. 
ene & © 


, 





- 
* 
. 
* 


More power in these shoe... nes Dressed Circe styles that sll 


all comers for all occasions. 


More power behind these shoes... more than 50 years of quality 


STYLED BY PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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shoe-building experience . . . effective mer- 
chandising support backed by nation-wide 
advertising to the Best Dressed Circle in 
LIFE, LOOK, SATURDAY EVENING 
POST, COLLIER’S and ESQUIRE! 


Also CLASTON SHOES at lower prices 








This Business Was Built on a Shoestring 


[CONTINUED FROM PAGE 68] 


Three years ago the store next to 
Tracy’s had a fire which resulted in a 
total loss for the shoe merchant. For 
some time Mr. Tracy had been think- 
ing of moving to a downtown location 
—to a 50 per cent or 60 per cent retail 
spot, but courage was lacking until 
the day after the fire. That was the 
time for a definite decision, and ac- 
cording to Mr. Tracy, all real estate 
offices were on the look-out for a suit- 
able location for Tracy’s new down- 
town shop. He leased a shop at 86 East 
Avenue, Rochester’s Fifth Avenue, and 
already the street of smart shoes. 
From a business of $18,000 in a dinky 
neighborhood shop, the Tracy volume 
crescendoed to $60,000 in the first year 
at the new location. From shoes that 
sold under $5.95, footwear that was 
priced from $6.95 to $10.95 helped 
swell the sales figures. 

But the demand persisted for better 
shoes — smarter —ever-smarter foot- 
wear, until it became necessary to ex- 
pand to new and larger quarters a few 
doors west of his initial downtown ven- 
ture. Once in the new shop at 46 
East Avenue, Mr. Tracy went all out 
in providing a colorful shoe salon of 
his own creation—not as elaborate as 
he desired, but as adequate and pre- 
tentious as wartime restrictions would 
permit. In his new shop he found an 
instant demand for still better shoes— 
footwear up to $29.95 and handbags, 
hosiery and costume jewelry. 

Dusty rose is the predominant color 
scheme for the shop. The figured rose 
carpet blends with the matching walls 
finished in a soft rose. The white 
leather upholstered seats are set off 
effectively against the rose background. 
Blue leather chairs with chrome frames 
provide additional seating capacity up 
to 26. At the rear of the shop are two 
shadow boxes indirectly lighted. Two 
cases and one 14 foot wall case pro- 
vide space for the handbag and cos- 
tume jewelry. The shop has five fluo- 
rescent fixtures. 

Mr. Tracy loves to tell of his ex- 
periences with shoe manufacturers who 
discouraged his persistence in trying 
to get them to create unusual high 
styles until he finally won them over 
to turn out what they termed “crazy” 
footwear which later proved to be ar- 
tistic masterpieces that quickly won 
favor. 

Mr. Tracy sells 90 per cent high 
heel footwear—no oxfords—and only 
a few casuals. He has already lined 
up nationally advertised footwear to 
retail from $8.95 to $12.95. When asked 
why the drop in price range, he made 
the prediction that the greatest volume 
in the shoe business will be done at 
those prices, and he is liquidating his 
inventory to be in a position to operate 
at the lower price level. Already an 
extensive program of newspaper ad- 
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vertising has been planned and will 
be released when the new lines are 
available. 

Mr. Tracy’s phenomenal success is 
summed up in capsule form: “Study 
style trends—devour shoe trade news 
—team up with alert style-minded shoe 
manufacturers and be nice to cus- 
tomers.” 





Formula for Merchandising 


[CONTINUED FROM PAGE 60] 


ried from month to month. These fig- 
ures are based on a mark-up of not 
less than 40 per cent and an average 
yearly turnover of not less than four 
times. 

Let us continue the discussion of the 
above retailer doing $40,000 whose in. 
ventory has dropped to around 300 
pairs from the 1000 average monthly 
pair inventory needed to obtain a four- 
time yearly turnover. Assume that with 
increased retail prices he meets con- 
sumer pair resistance to the extent of 
selling only one half of the monthly 
quota of 333 pairs received. His inven- 
tory pairage will start to build up at 
the rate of 166 pairs a month and in a 
little over four months his inventory 
will be built up to nearly a 1000 pairs, 
the required average monthly pairage 
to obtain a four-time yearly turnover. 

Assume that the wholesale price has 
increased from $6 to $9. If pairage 





sales drop off one half with an in- 
crease in the retail price from $10 
to $15 a pair, to maintain an average 
mark up of not less than 40 per cent, 
his sales dollar volume will decrease 
from an average of $3333 monthly to 
$2500 monthly. A new average month- 
ly sales volume figure of $2500 will 
make a complete change in the pre- 
vious picture. He should now figure 
on a yearly basis, a sales volume of 
$30,000 (2,000 pairs to be sold at $15 
a pair). Purchases $18,000 (2,000 
pairs to be purchased at $9 a pair) 
and operating on a four-time yearly 
turnover his average monthly pairage 
inventory to be carried around 500 
pairs. 

It is quite obvious that with the 
change of picture from a yearly sales 
volume of $40,000 to an estimated $30,- 
000, and an average monthly pairage 
from approximately 1,000 to 500, and 
with a present average monthly in- 
ventory on hand of 300 pairs, it will 
take only a little over one month (with 
pairage sales dropping off one half 
of the quota received) to bring the 
average monthly inventory to more 
than the average 500 pairs required 
to maintain a four-time yearly turn- 
over. 


It is very difficult here to outline 
separately all the changes which will 
occur for each retailer. However, this 
discussion should serve to give rise to 
serious consideration of changes which 
will take place in the merchandising 
policies of all retailers, if they are to 
avoid an overstocked condition which 
later may result in inadequate profits 
and working capital positions. 





Off-Center Front in 


New Suburban Store 





Maplewood, Mo.—Remodeling of the Shoe Center, here, has made the store 
one of the most modern in the St. Lowis suburbs. Design of the off-center visual- 
type front places emphasis on the large window. Interior lighting, using a com- 
bination of fluorescent and incandescent fixtures, reflected on a color scheme of 
pale lemon yellow walls and bone white ceiling, presents an unusual contrast 


when viewed at night. 


The store carries hard-to-find sizes along with the usual range. A branch of the 
downtown Shoe Center, it is managed by Robert Goldman, son of Morris Goldman, 
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Little Store, Big Business 


Cotumsus, Miss.—The Columbus Shoe Store occupies 
less than 200 square seet of space, yet it enjoys a thriving 
patronage, handles a complete line of men’s, women’s and 
children’s shoes and is one of Columbus’s most popular 
shopping centers for footwear. 

The firm is located near the center of one of Columbus's 
most important business blocks. A large pedestrian traffic 
is created by a big super market, a leading hardware store, 
a chain dry goods store doing a large business and a bank. 
These other firms give the store one of the most valuable 
business sites in the city. 

Max Andrews, manager of the store, has used available 
space to fullest advantage. Seating capacity of the store is 
twelve persons. Fitting chairs are grouped in two separate 
sections—in the center and rear. Two full-time salesmen 
are employed, and Mr. Andrews serves customers when- 
ever necessary. 

Despite the small area available for shoe stocks, the 
firm handles a complete line of sizes and styles as well as 
price ranges. Whenever a style or size is not in stock, an 
attempt is made to secure the shoe for the customer. A 
stockroom approximately 20 x 5O feet in area provides 
additional storage space for some of the styles. 

The store is long and narrow. Width is less than 30 feet. 
Fitting chairs are situated along the left wall. A small 
show case is located at the front of the store and a display 
cabinet is behind this. A complete line of shoe polish, 
shoe trees, polishing mitts and other shoe findings are 
handled here. A small stock of socks is also handled but 
this has dwindled considerably due to current scarcities. 
Because of the lack of space, a volume sideline business 
is not attempted. 

Mr. Andrews caters to no special group of persons but 
maintains a family shoe store. Frequently a woman will 
enter his store to purchase a pair of shoes for her child 
and decide upon selecting a pair for her own use hefore 
leaving. 

The store boasts two small, though deeply recessed show 
windows, and these are kept filled with appealing examples 
of seasonal footwear. No set schedule is followed for dréss- 
ing these windows, some are retained for ten days, some 
for two weeks, some for three weeks or jonger. 

As soon as possible, Mr. Andrews plans to modernize 
the store completely, installing streamlined showcases and 
fitting chairs and ultra-modern interior and exterior fur- 
nishings. When this is done he will operate one of the 
most attractive small businesses in Columbus. 


Careful Fitting Aids Suburban Store 


PutapecpHia, Pa.—There is nothing ultra-modern about 
the inside of the Marcus Shoe Store, 5548 Chester Avenue, 
here, yet in the 27 years of its existence it has established 
a worthwhile neighborhood shoe business. Carrying an 
ample stock of nationally advertised shoes, this family shoe 
store aims to provide its customers with a cross-section of 
the important styles which may be wanted by its customers. 

“Our business was built by selling nationally advertised 
shoes plus giving complete fitting satisfaction,” said Phillip 
Marcus, owner of the store. “Mothers are not afraid to send 
their children here alone to be fitted for shoes. They are 
confident that the small feet will be correctly fitted just as 
if they took time off during their busy day.” 

The windows are always kept bright and cheerful with 
displays of shoes that will appeal especially to the chil- 
dren. The youngsters are steady window gazers to and from 
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FOOT RELIEF 
GUARANTEED 


or money refunded 


THEY WANT RESULTS 


People who buy Arch Supports have aching feet. 
They want relief. 


RESULTS COUNT 


It mokes no difference 
who makes them, or how 
much they cost. 


ONLY RESULTS COUNT 


Over 800 leading shoe 
retailers know that 
VelVa-Soles produce relief 
or a refund. Over 800 
shoe retailers ore selling 
results. Over 800 leading 
shoe retailers can tell you 
that VelVa-Soles are not 
laying unused in dresser 
drawers. They are building 
business on the foot. 


RESULTS BUILD SHOE 
BUSINESS* 


The VelVa-Sole franchise in you 
town is valuable to you b : 
1—VelVa-Soles are sold only in 
leading shoe stores and shoe de- 
partments. 2—VelVa-Sole 
Therapeutic Arch Restorers have sensible, 
scientific selling features. 3—VelVa-Soles 
produce foot relief or it costs your customer nothing; it costs 
you nothing. 

*The VelVa-Sole Franchise is a new source of prestige 


ond profit for your store. investigate the most senso- 
tional advoncement in foot comfort appliances in 35 


Vex VA- QLE 


ARCH RESTORERS 


Trade Mark 


Patent Pending U.S.A. 








VELVA-SOLE CORPORATION, 17 NORTH STATE STREET 
1211 STEVENS BUILDING, CHICAGO 2, ILLINOIS 











NYLONS 


e 51 GAUGE 

e FULL FASHIONED 

e FIRST QUALITY 

e 30 DENIER 

e SHEER 

e ALL NYLON (top to toe) 
e SIZES 8% to 10% 


NO LIMIT?! 
IMMEDIATE DELIVERY!! 


(While Quantities Last) 


$ | .90 
DOZ. 
WRITE —WIRE—OR PHONE 


PARKERS 


9040 COMMERCIAL AVE. 


CHICAGO 17, ILLINOIS 
Telephone: Regent 1030 





Terms: Net cash, F.O.B. Chicago. All 
orders shipped via Railway Express; 
C.O.D. unless accompanied by check. 


SAMPLE DOZEN MAILED ON REQUEST 














school. When they see shoes they like, they tell their 
parents. Many a families’ shoe purchases have been started 
this way. 

When a requested style is not in stock, the customer is 
usually ready to take another suggested style. Her con- 
fidence in getting a correct fit is the important thing. 

A large reserve stock is kept which occupies space in the 
basement and a rear stockroom on the first floor. The in- 
side of the store is wide and roomy with a very high ceil- 
ing. Boxes of shoes completely line the shelves on all wall 
areas. One long line of seats on the left is for customers. 
Facing this from the right wall, is a low shelf which dis- 
plays a variety of styles in boots, rubbers, and goloshes. 

Although most of the business is done with residents in 
the vicinity, many customer from outlying districts come in 


to be fitted. 


Fashion Shows Sell Women’s Shoes 


New Or.eans, La.—The institutional store slogan— 
“New Orleans’ Quality Department Store”—is stressed as 
the successful hinge of all women’s shoe sales promotion 
policies by D. H. Holmes Co., through heavy play upon the 
angle of selling nationally advertised women’s shoe brands, 
and heavy selling of the high-fashion quotient of Holmes 
shoes in fashion shows and other selling gimmicks. Cur- 
rently, Holmes is running a fashion campaign of full page 
ads, which appear in recurring position. One page runs 
weekly in the Sunday Times-Picayune-New Orleans States, 
in a set society section position. The same ad is repeated 
Tuesday afternoons in the New Orleans Item. 

Women’s shoes and other fashion merchandise is fea- 
tured, and strong selling copy is used to produce immediate 
business. With this, an institutional note is injected. Na- 
tional brands are featured strongly, and copy points out 
that Holmes, New Orleans quality department store, is the 
place where these fashions will be found. Although they 
are part of a single campaign, each page is built around a 
different idea—travel wear, casual wear, the keep-cool 
theme. 

‘Usually, these pages feature a variety of fashion mer- 
chandise. The new colorgravure section of the Sunday 
Times-Picayune is also used for regular advertising using 
full color. 

As a focus-gimmick to keep the eyes of New Orleans 
women on Holmes’ fashions, the store probably holds more 
fashion shows than any other in the South. Ever since early 
1945, D. H. Holmes Co. has put them on weekly—to capac- 
ity crowds. These are no casual in-the-store shows. New 
Orleans’ swankiest club room, the Blue Room of the Roose- 
velt Hotel, is taken over each Tuesday luncheon for the 
events. A fixed price is charged for the luncheon. Popu- 
larity of the series is shown by the fact that the Blue Room 
is packed to capacity each week. 

They are merchandised in a series of ads which invite 
customers to attend coming shows and which preview past 
fashion shows. Following each show, a full-page ad in the 
New Orleans papers gives photographic highlights of the 
previous day’s show, including plenty of shots of shoes and 
other accessories. 


Features Shoes for Family 


SHREVEPORT, La.—The Treadeasy Shoe Shop has been 
opened at 404 Milam Street here featuring shoes for men, 
women and children. Price ranges are $8.95 to $12.95 for 
women’s shoes, $10.50 to $12.50 for men’s and $2.95 to 
$7.50 for infant’s and children’s. 
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THE MAY COMPANY, INC. 
200 Church Street, New York, N. Y. 
CAMBRIA SHOE COMPANY 
Johnstown, Pennsylvania 
LANE BROTHERS 
555 Atlantic Ave., Boston, Mass. 
WILLIAM ASHER SHOE COMPANY 
Hoos Bidg., 219 W. 7th St. 
Los Angeles, Cal. 

BEN ROSENBERG 
1415 Washington Ave., St. Louis, Mo. 


DISTRIBUTORS 
SABIN-DANER SHOE COMPANY 
Fashion Mart Bidg.. Miami, Fioridc 
BOSTON SHOE COMPANY 
22 S. Hanover Street, Baltimore, Md 
LAKESIDE SHOE COMPANY 
1317 W. 6th Street, Cleveland, Ohio 
KIRSCH-BLACHER COMPANY 
Export-Distributors—Caprice Casuals 
108 Ducne Street, New York, N. Y 


CHATHAM SHOE COMPANY 
419 W. Congress St.. Sovennch, Ga 
MATTAWAY SHOE COMPANY 
330 Hennepin Ave., Minneapolis, Minn. 
MOBILE SHOE COMPANY 
112 N. Commerce St.. Mobile, Alc 
GLASER SHOE COMPANY 
63 First Street, Son Francisco, Col. 
BARLO SHOE COMPANY 


323 W. 4th Street, Cincinnati, Ohio 


HOBBY FOOTWEAR CO. Exchange Place Passaic, New 














First Promotion inthe... 


GERDA PROGRAM FOR 


A MORE PROFITABLE ‘4.77 


1947 is the year of VALUES. Your cus- 
tomers want more and will get it too, from 
Gerda Dealers. Gerda Dealers, in turn, will 
want more and smarter promotions to fea- 
ture with the long, strong line of Gerda 
staples. Here's the first of many Gerdo 
promotions already planned for this year, 
and now in actual production, GERDAKINS, 
Value Sandals for children. GERDAKINS 
has the honor of being the first of many new 
Gerda trade marks with which you, and your 
customers will be pleasantly familiar before 
‘48 rolls around. Remember that's a promise 


Introducing 


Gerdakans 


Trade Mark Pending 


No. 5681 
All Elk Leather, Unlined San- 
Lecther Soles. 


dals, Retan 
Colors: Brown, Red, White. 
Sizes: 5 to 8 $1.65 
8!/2-12; 12'/2-3 1.75 
Regular 
Half Sizes 


No. 5685 


All Leather Sandals, Leather 
Lined, Leather Insole, Leather 


Colors: Brown, Red, White. 








Sizes: 5 to 8 $2.00 

8'/o-12; 121-3 2.40 
Regular 
Half Sizes 


GERDA 





from Gerda. 


See Us at Your Regional Show 


FOOTWEAR CO., INC. 


158 Duane St., New York 13, N. Y. 








Karzmar Develops 
Shoe Promotion Service 


New YorK—A program to promote 
brand names on a national basis and 
provide a national selling organization 
for manufacturers has been developed 
by the Leonard Karzmar Sales Agen- 
cy, New York. Planned to relieve man- 
ufacturers of considerable overhead 
cost, the program eliminates guesswork 
from sales promotion programs and 
makes costly reorganization expendi- 
tures unnecessary. The program will 
systematically record and analyze the 
demands of buyers throughout the 
country in order to maintain a profit- 
able merchandising approach. It will 
provide a national sales force to in- 
crease and insure constant sales. It 
will direct advertising by methods that 
eliminate unnecessary expenditures and 
obtain maximum benefits from a limited 
budget. 





Declares Two Dividends 


St. Louis, Mo.—The board of direc- 
tors of the Johansen Bros. Shoe Co. 
placed the firm’s stock on a regular 
10 cent quarterly basis recently, and de- 
clared two dividends of 10 cents each, 
payable January 31 and May 31 of 
record January 24 and May 15. 

The firm paid a total of 20 cents in 
the fiscal year ended October 31, 1946. 


Five Students Win 
Shoe Design Contest 


St. Lovis, Mo.—Shoe designs of five 
young women from Washington Uni- 
versity’s School of Design were se- 
lected recently as winners in a compe- 
tition sponsored by the St. Louis Shoe 
Manufacturers’ Association. Designs 
selected later were made up by manu- 
facturers and worn by student models 
in a fashion showing of the School of 
Design held at the Starlight Roof of 
the Chase Hotel on January 23. 

The shoe design class at Washington 
University, under the direction of Rob- 
ert L. Mayes and Mrs. Anne Perrine 
Bauer, was added to the curriculum of 
the School of Design with the begin- 
ning of the Fall term last September, 
and was sponsored by the Shoe Manu- 
facturers’ Association, through a com- 
mittee composed of William S. Milius, 
chairman; Frank Cornwell, Jack 
Jacobs, James S. Legg and Al John- 
son. 

In addition to providing guest in- 
structors from the shoe industry, the 
association has furnished books and 
materials for the class and has ar- 
ranged trips for the students through 
various factories in the St. Louis area. 


New Orthopedic Shoe 
Store Opens 


Waco, TexaS—The Vosburg Foot 
Appliance Company, of Austin, Texas, 
has opened a new store here, specializ- 
ing in orthopedic-type shoes for men, 
women and children, with emphasis on 
professional fittings. 

The store front was remodeled and 
the interior rebuilt to accommodate the 
opening of the store. The street level 
display windows are set off by a two- 
story white facade in column design, 
giving a monumental effect. 
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pairs plus will not be attained in 1947. 
While capacity is estimated at about 
600,000,000 pairs, production in 1947 
will probably not reach more than about 
500,000,000 pairs—slightly more than 
400,000,000 pairs of leather shoes and 
slippers with the remainder made up of 
other types. 

Primary reason for the expected de- 
cline is the increasing competition for 
the consumer dollar. Sales, which were 
frequently ahead of monthly production 
levels during most of 1946, will drop 
off, and inventories and pipelines will 
be restored to something like normal 
levels. 
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SKI BOOT 


TELESCOPIC 


EYELET 





CROSS SECTION DIAGRAM 
SHOWING STRENGTH OF SETTING 


Skiing is a tough sport . . . tough on ski 
boor lacing fittings, too. The WAC Ski 
Boot Telescopic Eyelet, designed specially 
for ski boots, takes the great strain of 





record breaking jumps or cross-country 
skiing. It gives maximum strength where 
it is most essential for lasting service. It 
improves appearance because there are no 
rough inside surfaces. Prompt shipments 


on all standard sizes. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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THE MOST REVOLUTIONARY 
GOLF ACCESSORY EVER OFFERED! 





DETACHABiE METAL SOLE 
WITH “PHILLIPS ** CLEATS 








makes 

any 

shoe 
a 


GOLF 
SHOE 


Here it is! Enjoy extra profits 
and added traffic with this 
sensational, easy-to-sell item, 
A “natural” for every shoe 
store. Just show it and sell 
it! The first sensationally new idea for 
golfers in years. PARCLEAT turns any 
EASY TO LOCK ON. A twist shoe into a regulation “Phillips” cleated 








of the key — they're ON. 
Adjusts i aie a (Size Golf Shoe. Its all-metal, rust-proof one 


7 to 12, any width.) 


piece plate fits and locks un any shoe in 
a few seconds, and won't come off until 
released with key. Old shoes, comfort- 
able shoes, any shoes—can be quickly 
converted into Golf Shoes with PAR- 
CLEAT. Every Golfer will want a pair! 
It’s a sure-fire sale and profit-maker for 
shoe stores everywhere! 





EASY TO REMOVE. A twist 
of the key — they're OFF. 


The bother of changieg §=—s Retails at $2.00 per Pair 

mp Your Price $1.20 

Terms 2% 10 days—F.0.B., N. Y. City 
Individually Boxed— 

Complete with Key 


shoes is eliminated. 





COMPACT FOR CARRYING. 
Stow in golf bag or car— 
Ready any time for quick, 
easy, convenient use. 

eee ee 


The PARCLEAT CO. 

1725 Herverd St. 
SE Be Dozen pairs PARCLEATS @ $14.40 Doz. 
(Individually boxed, complete with key). 


Washington 9, D. C. 


Ea rers 
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GENUINE 








A PROGRAM FOR 1947 
| YOU CAN TIE TO 
FOR SALES 


| 

We predict the best sales year for genuine Footlets you have 
| 

| 





ever had. This forecast is based on unbiased surveys pointing to 


@ Continued popularity for the bareleg fashion 

@ Trend to closed toe and casual shoes 

@ Established demand preference for Footlets 
@ Low cost and comfort of genuine Footlets 


To cope with such a volume business and to insure your 
| full participation the Footlets program includes 
@ Increased production—on time deliveries 
@ Practically unchanged pre-war prices 
@ 14 Beautiful styles covering all price ranges 
@ Powerful National Advertising 
@ Greater point-of-sale cooperation 


A Footlets salesman will be glad to give you the complete 
story—and show you the beautiful new Footlets portfolio for 
1947. Contact a Sales Office as soon as you can—but plan 
| NOW for a big year. Anticipation in ordering will pay you 
| dividends. 
| 
Ask for 
a free 
"Sorry" 
sign 





J. W. LANDENBERGER & CO. 
makers of the RANDOLPH KNIT line 
Castor Ave. at Kensington, Phila. 24, Pa. 
Sales Offices: New York, Chicago, Boston, San Francisco 
* Trade Mark 
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Shoe News 





RECORDER REVIEW OF CURRENT HAPPENINGS 


IN THE SHOE TRADE 





Shoe Fair Expected to Set New Records 





Heavy Demand for Display Space Leads to Expectation of Very 
Large Attendance—New York Convention Bureau Co-op- 
erating in Assignment of Sleeping Rooms 


New YorkK—The National Shoe Fair, 
to be held here April 28: to May 1, 1947, 
from present indications will surpass 
in interest, exhibits, and retailer at- 
tendance any previous fair held under 
the co-sponsorship of the National Shoe 
Manufacturers Association and Na- 
tional Shoe Retailers Association. Over 
800 rooms will be available for ex- 
hibitors at the Hotels New Yorker, Mc- 
Alpin, Commodore, and Biltmore. In 
addition, in order to meet the increased 
demand from firms of allied industries 
desiring to display, there will be an 
exhibition hall at the Hotel New York- 
er where more than 50 booths will be 
located. 

The initial demand for display space 
by manufacturers has been exceedingly 
large and it is expected that when 
all applications are filed the number 
of exhibitors and those who will be in 
attendance will set new all-time high 
records. Assignments of rooms are 
now being made to members of the 
National Shoe Manufacturers Associa- 
tion, and applications for exhibit space 
to non-members, including wholesalers 
and members of the allied industries, 
will be mailed on,January 26, in ac- 
cordance with arrangements previous- 
ly announced. 

The Shoe Fair Housing Bureau of 
the New York Convention and Visitors 
Bureau is making a strenuous effort to 
provide sleeping accommodations for 
all those who will be in attendance. At 
the present time arrangements have 
been made with 40 hotels to take care 
of the sleeping requirements of visit- 
ing buyers. All buyers attending this 
convention should write direct to Mr. 
Royal W. Ryan, Executive Director of 
the Shoe Fair Housing Bureau, New 
York Convention and Visitors Bureau, 
233 Broadway, New York City, and 
specify any five of the following hotels, 
in order of preference, in which they 
would like to have accommodations 
reserved : 

Roosevelt, Half Moon, Sheraton, Bel- 
mont-Plaza, Knickerbocker, San Rafael, 
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Claridge, Park Central, Luxor Baths, 
Hampshire House, Pennsylvania, 
Martinique, Victoria, Barbizon-Plaza, 
Picadilly, Bryant, Iroquois, Irving, 
Wellington, Sherry-Netherland, Gover- 
nor Clinton, Hotel Rex, Alamac, Henry 
Hudson, Embassy, Bristol, Sutton, Win- 
throp, Gotham, Lincoln, Taft, Herald 
Square, Century, New Weston, Nassau, 
Edison, Columbia, Wentworth, War- 
wick, Plaza. 

A joint luncheon meeting of the Na- 
tional Shoe Manufacturers Association 
and the National Shoe Retailers Asso- 
ciation is being planned for Monday, 
April 28, at which a nationally known 
speaker will deliver a message of im- 
portance. This meeting will be held 
in the Grand Ballroom of the Hotel 
Commodore. The speaking program for 
the luncheon and the program of other 
educational features of the New York 
National Shoe Fair will be announced 
shortly. 

Registration of retail shoe men will 
be conducted in all exhibiting hotels, 
with headquarters offices located in the 
Hotels New Yorker and Commodore. As 
in the past, no fee will be charged for 
registration. Directories containing a 
complete list of all exhibitors in all 
hotels, together with a scheduled pro- 
gram of events, will be distributed to 
all registrants for the guidance of shoe 
men. The joint committee operating the 
National Shoe Fair is represented by 
five members of the National Shoe 
Manufacturers Association and five 
members of the National Shoe Retailers 
Association. Those representing the re- 
tail group are Edward C. Orr, Harold 
F. Volk, Harry E. Fontius, M. A. Mit- 
telman, and L. E. Langston. Represent- 
ing the manufacturers are L. B. 
Sheppard, Guy E. Manley, L. V. 
Hershey, Roger A. Selby, and W. W. 
Stephenson. 

Headquarters of the National Shoe 
Fair are located in Room 1114, Hotel 
New Yorker, New York, N. Y. Charles 
W. Holt was recently appointed man- 
ager. 


Named Divisional 
Merchandise Manager 


Los ANGELES, CALIF.—The appoint- 
ment of Phillips D. Lehman as a divi- 
sional merchandise manager has been 
announced by Stewart K. Widdess, 
president of J. W. Robinson Co. 

Mr. “Lehman, who has been with 





PHILLIPS D. LEHMAN 


Robinsons since 1935, will now be in 
charge of merchandising shoes, as well 
as laces and trimmings, neckwear, 
gloves, handkerchiefs, small leather 
goods, handbags and jewelry. 

Buyers for all other departments 
and the named divisional merchandise 
managers report directly to George 
W. Johns, vice-president in charge of 
merchandising and to George W. Tay- 
lor, assistant general merchandise man- 
ager. 


Daniels, Former A. S. Beck 
Head, Acquires Shoe Factory 


New York—Benjamin Daniels, presi- 
dent of the A. S. Beck Shoe Corporation 
until his recent resignation, has ac- 
quired the Fifth Avenue Shoe Corpora- 
tion manufacturing plant at Lowell, 
Mass., it has been announced. The 
Lowell factory was opened in 1946 to 
manufacture shoes for the A. S. Beck 
Corporation. 

Mr. Daniels will continue as a mem- 
ber of the board of directors and the 
executive committee of A. S. Beck until 
April 1. 
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Business Reverse Averted, Says Economist 





Harvard Professor Slichter Tells NESLA Meeting That Higher 
Productivity, Employment Make “Serious Economic Squeeze” 
Unlikely—Daniel J. Danahy Re-Elected President 


Boston, Mass.—Pointing out that 
any price level more than 35 to 40 per 
cent above the prewar level is general- 
ly regarded by the public with suspi- 
cion, and citing food, wearing apparel 
and house furnishings as examples of 
merchandise in which, for psychological 
reasons, there may be a price drop 
greater than those justified by the cold 
economic facts, Professor Sumner H. 
Slichter, noted economist and a member 
of the Harvard University faculty, told 
members and guests of the New En- 
gland Shoe and Leather Association on 
January 22, that “the serious economic 
squeeze,” widely predicted by many for 
this year, “will be averted, though a 
good argument can be made op the 
other side of the question.” 


Governor Honor Guest 


The occasion was the 78th annual 
meeting of the association, held at the 
Hotel Statler in this city, at which the 
chief speakers wée Professor Slichter, 
Ira Mosher, chairman of the executive 
committee of the National Association 
of Manufactuers, and Robert F. Brad- 
ford, governor of Massachusetts; and 
at which, also, Daniel J. Danahy was 
re-elected association president by ac- 
clamation. 

Professor Slichter based his forecast 
of the country’s ability to keep out of 
serious economic difficulty on two facts: 
an impending increase in output per 
man-hour in industry; and capacity 
production in the capital. goods indus- 
tries, durable consumer goods and 
building. The willingness of the work- 
er to work harder, he explained, is not 
the sole factor in determining output 
per man-hour, since it is obvious that 
the return to productive effort of many 
now engaged in the work of reconver- 
sion will tend, among other things, to 
raise labor’s level of productivty; while 
the demand for non-durable consumer 
goods created by the high level of em- 
ployment in the other, above-mentioned 
industries, will tend to cushion what 
otherwise might be a shock. 


Year of Price Changes 

Nevertheless, he concluded, “1947 will 
be a year of price adjustments,” largely 
because industry-at-large made the mis- 
take of insisting on the removal of 
price controls a full six months before 
that step should have been taken— 
before supply and demand were more 
nearly in balance. “Ten years from 
now,” he remarked, “this will be abun- 
dantly apparent.” 

“In back of all business plans,” he 
said, in ending his talk, “should be an 
awareness that we live in a rapidly ex- 
panding economy with its higher stand- 
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ard of living—a condition in which a 
regimented economy of, any kind has 
little chance of taking hold.” 

Preceded by Governor Bradford, who 
extended the Commonwealth’s welcome, 
Professor Slichter was followed by Ira 
Mosher, chairman of the executive com- 
mittee of the NAM, who detailed that 
association’s program for the coming 
year. High on the agenda is the asso- 
ciation’s fight against the portal-to- 
portal suits now pending. 

In presenting his annual report, 
NESLA President Danahy charged that 
“there is too much pessimism in the 
trade, particularly on the part of many 
volume shoe buyers.” With shoes a ne- 
cessity, the most important item in the 
family’s clothing budget, and with the 
knowledge that “high shoe sales volume 
always accompanies high national in- 
come trends,” Mr. Danahy predicted 
that only “over-cautious buying and the 
‘fear’ of certain industry leaders, can 
delay, or even prevent achievement of 
the favorable production and sales pros- 
pects in sight for 1947.” 


1947 Officers Chosen 


Officers elected, in addition to Mr. 
Danahy, are: J. Franklin McElwain, 
Frank S. Shapiro and Paul O. Mac- 
Bride, vice-presidents; A. W. Berko- 
witz, treasurer; and Maxwell Field, ex- 
ecutive vice-president and secretary. 

New directors include A. S. Burg, 
Philip Carr, Harold Gould, T. Kenyon 
Holly, N. P. Lyons, Charles E. Myers, 
D. Frank Quigley and Jack Sandler. 


Old directors, whose terms have not yet 
expired, are Louis W. Cohen, John E. 
Daniels, Carl F. Danner, Francis C. 
Donovan, William E. Doyle, Kolman 
Fleisher, Herman W. Goldberg, James 
T. Gormley, William F. Hickey, Joseph 
W. Holmes, Kivie Kaplan, Philip W. 
Lown, E. J. McCarthy, William M. 
Page, Paul S. Rasmussen, Charles Slos- 
berg, H. C. Stillman, A. P. Walker and 
Clark L. Wilcox. Past presidents, ex- 
officio members of the board, are George 
A. Dempsey, Louis H. Salvage and 
Harold S. Wonson. 


Timely Exhibit 
By Allied Group 


New York—Problems of industry 
dislocation and readjustment are ex- 
pected to rank fully as important as 
new styles and products for the ad- 
vance Fall season. 

The changed business outlook and 
looming buyer’s market has made the 
coming 12th semi-annual Allied Shoe 
Products and Style Exhibit the most 
timely ever held. The exhibit will be 
held at the Hotel New Yorker, from 
Sunday to Thursday, March 9 to 13, 
during the same week as the official 
Opening of American Leathers for Fall 
by the Tanners’ Council of America at 
the Hotel Commodore. 

The importance of contacting shoe 
manufacturers, their buyers, stylists 
factory executives when they are in 
New York City for these shows has 
been responsible for the increased num- 
ber of firms in the allied trades exhibit- 
ing in the March Allied Show. The 
Hotel New Yorker, adjoining Penn Sta- 
tion, provides ideal exhibit facilities. 
Firms desiring to exhibit in this group 
showing can do so by communicating 
with C. R. Heyde, show manager, at 
5611 Whitby Avenue, Philadelphia 43, 
Pa. 





West Coast Travelers Elect Directors 





Los Angeles, Cal.—Directors of the West Coast Shoe Travelers Associates re- 
cently elected. Standing, left to right: Louis Prince, retired; Phil Graffis, Crosby 
Square Shoe Co.; Harry R. Terhune, Boot and Shoe Recorder; D. S$. Chesney, 
Chesney Shoe Co.; Harry J. Evans, Lockwood Shoe Corp. and Field & Flint Co.; 
James R. Thompson, Selby Shoe Co.; John Farrington, French, Shriner & Urner 
Mfg. Co., and Allen-Edmonds Shoe Corp. Seated, left to right: Frank Foster, first 
vice-president, David Frank's of California; Carl Winneguth, president, Aldan, Inc. 
and Salvage-Malloy Shoe Co.; R. H. Peek, second vice-president, W. L. Douglas 
Shoe Co. Directors Walter J. Galvin and Tom F. Malley, and John L. Zingelmansa, 


secretary-treasurer, are not pictured. 
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Picks 
Fall Colors 


New York — Eleven colors for 
women’s shoes were adopted for the 
1947 Fall and Winter seasons at a joint 
meeting of the Tanners’ Council of 
America, National Shoe Manufacturers 
Association and the National Shoe Re- 
tailers Association in cooperation with 
The Textile Color Card Association. In 
making known these colors, Margaret 
Hayden Rorke, managing director of 
the color organization, at whose head- 
quarters the meeting was held, ex- 
plained that the shades are divided into 
two classifications, six being captioned 
as town colors and five as casual colors. 

The town group comprises Glacé 
Chocolate, a rich new tone of high fash- 
ion significance, and the following re- 
peated shades, important in the basic 
range: Town Brown, Gypsy Brown, 
Amber Brown, Cherry Red and Fiesta 
Wine, also Black. 

Classified in the casual group are 
the repeated colors Tropic Sand, 
Rancho Tan and Liberty Red, as well 
as two shades, Cocoa Tan and Country 
Gray, selected from the men’s shoe and 
leather color collection for Spring, 1947. 

The Women’s Shoe and Leather Card 
for Fall, 1947, to be issued later, will 
as in the past, Mrs. Rorke stated, por- 
tray all the colors in leather and con- 
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Industry 


Caution Advised in Langston Analysis 





Public Seen Turning Away from Over-priced Goods and Retailers 
Must Watch Consumer Reaction for Indications 
as to Ultimate Price Levels 


New YorkK—“Until more evidence is 
available, caution should remain the 
watchword,” observes L. E. Langston, 
executive vice-president of National 
Shoe Retailers Association, in the 
February issue of the association’s 
bulletin, National Footwear News. Mr. 
Langston says: 

“No headway has been made in the 
great recession controversy with most 
economists stil] divided and a large 
part of the business community won- 
dering what the shouting is all about. 
A little more evidence is becoming 
availabie, however, to lend perspective 
to the general business picture. Reces- 
sion, it appears, need not be a general 
trend affecting all industry simultane- 
ously. It can also represent corrections 
in individual industries, price lines, 
grades and qualities, where the excesses 
of the war era have been carried to ex- 
tremes. In some quarters of the busi- 
ness community the end of an unparal- 
leled easy money period is bound to be 
viewed as a recession, while to many 
other businessmen current demand is 
exceedingly good. From this point of 
view the expected recession may be 
nothing more than the shakedown of 
puffed up values, the deflation of ex- 





Report Footwear Output Down 14 Per Cent 


WASHINGTON — The production of 
shoes and slippers in November totaled 
41 million pairs, 14 per cent under the 
October output, the Bureau of the Cen- 
sus has announced. 

All classes of civilian footwear showed 
decreased output. Shoes, sandals, and 
play shoes totaled 34 million pairs, 13 


per cent less than the October output 
of 39 million pairs. Slippers for house- 
wear produced in November totaled 5.6 
million pairs, 23 per cent less than in 
October. 

Comparative production figures for 
November and October and the per cent 
of change are shown in the summary. 





Kind of Footwear 





SHOES AND SLIPPERS, TOTAL.. 


Shoes, sandals, and playshoes... .. me | 














Production 
(thousand pairs) 
j Percent of 
November 1946 | October 1946 Increase or 
(preliminary) (revised) Decrease 

40,893 47.469 -—14 
40 697 47,298 —14 
34.459 .368 —13 
8.290 8,941 - 7 
1.626 1,763 - 8 
17,714 21,102 —16 
056 2,252 | -9 
1,921 2,064 } - 7 
1,805 | 2,060 —12 
1,047 ! 1,186 | —12 
5,595 7,234 —23 
250 | 302 -17 
196 171 +15 





Minus sign (—) denotes decrease. 
The above figures were compiled from 


reports received from 1,243 manufac- 
turers. More detailed data on shoe and 
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slipper production will appear at a 
later date in “Facts for Industry” 
Series M68A-116. 


panded egoes and the elimination of 
abnormal business practices. 

“Until more evidence is available, 
caution should remain the watchword 
because consumers’ goods industries 
have displayed many unhealthy symp- 
toms. Nonetheless, there are signs that 
consumers need and want goods, and 
will buy goods when prices are trens- 
lated from ridiculous levels to justifi- 
able prices for reasonable quality. 
Greater discrimination and selectivity 
are ruling factors in retail markets. 
To ignore the changed attitude of Mr. 
and Mrs. John Doe, consumers, is to 
invite risk and loss. Conversely, as cor- 
rections take place and extremes are 
replaced by more normally priced and 
quality lines, it would be a mistake to 
overlook the possibilities for sound bus- 
iness promotion. 

“In the shoe business as in almost 
every other line, the phonies are folding 
up as the public turns unerringly away 
from over-valued, under-quality goods. 
That is the crucial fact of retailing to- 
day, and shoe retailers who are right 
on the firing line must guide their buy- 
ing accordingly. The day of extrava- 
gantly priced footwear with no relation 
to inherent value is gone because mer- 
chandise is once again being tested by 
more normal standards. Shoe produc- 
ers who blithely skipped up the rungs 
of the price ladder are in a vulnerable 
position now since retailers cannot af- 
ford to and need not bow to the pres- 
sure of reputed scarcity and shortage. 

“It is hardly surprising that the loud- 
est wails are heard today from those 
sections of the trade where bread was 
not cast on the waters. Producers who 
tried with all possible means to main- 
tain their standards and who resisted 
the temptation to play hop-scotch over 
price lines are reporting good business. 
This was certain to happen once the 
retailer could make a choice again 
among his resources. Preference goes 
to those who played the game and un- 
wittingly, perhaps, cast their bread on 
the waters. 

“Where will the price level settle in 
the leather and shoe industries? Re- 
gardless of whether enough evidence is 
available to answer that question now, 
realism of the sternest kind is essential 
by all branches of the industry. Shoes 
are in competition with other goods; the 
competition will be increasingly tough as 
supplies of other merchandise increase 
and the consumers’ dollar is sought by 
other industries. Now that the first 
hectic phase of the decontrol period is 
over, the day-by-day barometer of con- 
sumer demand becomes vital. Shoe re- 
tailers who sell the customer or watch 
the customer walk out are better quali- 
fied than anyone else to know what the 
consumer thinks.” 
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The Heywood Shoe | 


uss, 


The best endorsement for Heywood’s distinguished 
reputation as fine shoe craftsmen is the loyalty of 
the men who wear them. You'll find Heywoods 
featured at such outstanding American stores as 
Saks-Fifth Avenue of New York, Halle Bros. of 
Cleveland, and Desmond's of Los Angeles. And the 








Heywood shoe will continue to deserve the confi- 
dence of the discriminating men who wear them. 


Made by the House of Heywood in Worcester, Mass. Since 1864 


MAKERS OF THE FAMOUS MATRIX SHOES FOR MEN 





Attractive Men’s Store in Hotel Basement 





San Francisco, Cal alten department of the Hastings Store nes Men, located 


in the basement of the St. Francis Hotel, 


here, re-opened recently after com- 


modernization and expansion. Brass-studded saddle leather is used for walls, 
chairs and stools. Although this is a basement store, desiga is such as to eliminate 


any suggestion of cut-rate merchandise. 





Buying Brisk at Detroit Show 


Detroit, MicH.—First monthly shoe 
show of 1947, sponsored by the Michi- 
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gan Shoe Travelers Club at the Hotel 

Statler, drew an exceptionally good at- 
tendance of upstate retailers, an | 
from the more remote towns where the | 





merchants rarely get down to the Motor 
City. Attendance was good despite icy 
roads which hindered travel severely. 

Buying was reported very good, with 
a heavy demand for all types of shoes 
after the recent famine, despite the 
incidence of price increases. This dis- 
tinctly reversed the reports of the 
year-end show, when buying was off. 

Demand was literally “tremendous” 
in men’s shoes, and the same went for 
children’s, but the supply was reported 
much freer in men’s, with the chil- 
dren’s lines still desperately short of 
supply. 

In women’s lines, the demand for 
black calf, and in fact all black leather 
types, predominated. Reds and blues 
in leathers were in fair demand, in 
selected lines and grades. 

Women’s sport shoes were in big de- 
mand, while the play shoe situation 
was reported very uneven, from the 
standpoints of both supply and demand. 





Incorporate Retail Group 


St. Louis, Mo.—Gelier Shoe Stores, 
Inc., 1209 Washington Avenue, has been 
incorporated with $50,000 capital stock 
by L. C. Zellinger, Robert Scissors, 
J. M. Cohen, Philip Cohen, David Gel- 
ler, Morris Geller and J. M. Ulrey to 
operate retail and wholesale shoe and 
hosiery stores. 


nVYLOW . 





MEN'S FULL-FASHIONED 


NYLON HOSE 


TYLE 8355/9. Good-lookin 
| well-wearing NYLON Socks 
| with mercerized cotton tops, heels 

and toes. Reinforced soles. A 


| fast-selling "star" item! Colors: 

Black, cordovan, navy, maroon. '/2 

dozen pairs in solid color to box. 
Sizes: 10 to 12 


| $12-50 pozeN Net 30 dons 


FRIEDMAN coesioy core 


319 Fifth Acenut, Hem York City 16 
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Appointed Regional Manager 


St. Louis, Mo.—Gilbert F. Fiser, 
formerly manager of the Chandler 
Shoe Store, San Francisco, has been 
appointed regional manager for Edi- 





GILBERT F. FISER 


son Brothers Stores, Inc., in Southern 
California and parts of Arizona. He 
will be in charge of Edison stores in 
Pasadena, Glendale, San Bernardino, 
Hollywood, Alhambra, one store in Los 
Angeles and the stores in Phoenix and 
Tucson. His headquarters will be in 
Hollywood. 

Mr. Fiser started with Edison 
Brothers in 1936 as a part-time sales- 
man in the Baker Shoe Store, Lincoln, 
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WEEJUNS 


Production is rising — but so is the 

demand for Bass footwear ...Sorry 

but present accounts still come first. 
New York Office: 658 Marbridge Building 


FOOTWEAR 
WILTON, MAINE 
Moccasins, Ski Boots, Quail Hunters 


—““iiee a | 


February |, 1947 
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No such buy in years! 
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HERES 
T CASH! 


While our stocks last - give 
your customers a break. Make yourself a nice profit 
with these high quality, leather-soled play sandals. 
Four terrific styles, as illustrated. 
| Ddle, heavy duck. Pfeiffer "California Construction". 
Five exciting color combinations: 
white and multi; red and milti; green and 
multi; beige with beige and at 
brown. Sizes 3 to 9, medium™ 
width. And just # 
look at the price! 


Made of dura- 


white; 
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LESS 5% 
DISCOUNT 


No. 486 


Minimum quantity, 36 pair case 
of any one style and color. 


Build a SALE around these numbers! 
Fast turnover and quick cash! Plus 
the kind of quality that keeps goodwill. 


"sell out"! 


It will be a 


Imme- 


diate delivery. Air mail or wire your order NOW! 
Don't delay! 


AIR MAIL OR WIRE YOUR ORDER DIRECT TO 


FRANK H. 
79 Beacon Street 


PFEIFFER 


COMPANY 
Worcester, Mass. 


(PERE CESS cer ers I 





Neb., while still in Nebraska Univer- 
sity. Upon his graduation he joined the 
regular staff of the store and soon 
transferred to the Baker Store in 
Omaha, where he became assistant 
manager in 1940. 

A year later he was promoted to 
manager of the firm’s Chandler Shoe 
Store in Minneapolis. In the Army 
he served two years with the 70th 
Division, and after his discharge in 
1944 he returned to Edison Brothers 
to manage first the Los Angeles and 
later the San Francisco Chandler 
shops. 


Heads Spokane Group 


SPOKANE, WasH.—F. J. Britton, of 
Britton’s dry goods and apparel store, 
was elected president of the Spokane 
Shoe Retailers’ Association. 

Carl Lutz, manager of the Fashion 
Bootery was chosen vice-president and 
Charles Laing, of the Inland Empire 
Leather Company, secretary-treasurer. 

Harold Hern, of Hern’s shoe store, 
the retiring president, is chairman of 
the board; also chosen to the board 
were Kenneth Galambie; Jerry Bolick, 
of the Buster Brown Shoe Shop; and 
Ed Hole, manager of Feltman-Curme. 
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X-RAY CO. 





SHOE FITTING EQUIPMENT 





2507 $. HOWELL AVE. - MILWAUKEE 7, WIS. | 


X-RAY 





Scott's 





Showing Scott's 


plete ‘Profit’ Line 













METATARSAL 
INSOLES 


NOW, ONCE MORE AVAILABLE—Scott's popular No. 
| 405 Metatarsal Insole is back in production. For cus- 
tomers with delicate feet, Scott's No. 405 makes walk- 
ing and working a pleasure. The resilient, sponge rub- 
ber bottom is hand formed to cushion the heel and 
support the longitudinal arch. Available in all sizes 
for men and women. 

Scott’s Metatarsal Insoles are made in 7 styles to pro- 
vide a support for every purpose. Here is comfort your 
customers can afford. 


Write for Catalog 
Com- 


A Siyla 


For Every Purpose 






SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
AND FOOT SPECIALISTS 












J. B. Buchanan Heads Nunn-Bush Company 





New Officers and Directors Chosen Following Retirement of Former 
Executives, Who Form Advisory Committee. 


MILWAUKEE—J. B. Buchanan, former 
treasurer of the Nunn-Bush Shoe Com- 
pany, was appointed president of the 
corporation by the newly elected Board 
of Directors at its first meeting January 
14, Charles G. Nunn, general factory 
superintendent, was named vice-presi- 
dent; Donald Bartley, Nunn-Bush styl- 
ist, succeeds Mr. Buchanan as treasurer, 
and J. C. Johnson, Jr., of the sales de- 
partment, is secretary. 

Stockholders of the company had pre- 
viously met and elected directors for the 
coming year as follows: Norman Bur- 
dick, T. H. Kuecker, J. D. Nunn, Donald 
Bartley, J. C. Johnson, Jr., Charles G. 
Nunn and J. B. Buchanan. Messers. 
Kuecker, J. D. Nunn and Buchanan 
were re-elected. Mr. Burdick is a cutter 
at the Edgerton plant. Messrs. Bart- 
ley, Johnsen and C. G. Nunn replace the 
members of the board whose retirement 


was recently announced, namely, H. L: 


Nunn, former president of the company; 
A. W. Bush, former vice-president and 
J. C. Johnson, former secretary. These 
three former senior officers plan to con- 
tinue in the management as an advisory 
and consulting committee. 

The progress of Nunn-Bush Shoe 
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Company since its organization has been 
marked by progressive policies adopted 
by the management both in the produc- 
tion and merchandising branches of the 
business. Business and Financial Digest, 
a Milwaukee publication, recently com- 
mented on this phase of the firm’s devel- 
opment, as follows: 

“It was about 35 years ago that Nunn, 
then a production executive of a large 
St. Louis shoe firm, joined with Bush, 
W. E. Weldon, M. V.,Kedian and Buch- 
anan, in founding the Nunn-Bush Shoe 
Company. Bush was a highly success- 
ful sales representative of the St. Louis 
firm. Buchanan was also employed by 
the same company. Weldon, a success- 
ful Texas banker, retired from Nunn- 
Bush in 1921. Kedian died in 1919. 
Johnson, who had worked with Nunn, 
Bush and Buchanan in the St. Louis or- 
ganization, joined the Nunn-Bush Shoe 
Company in 1921 

“When Nunn-Bush Shoe Company 
started operations in 1912, high-grade 
work shoes were its only product. The 
tendency of the organization to con- 
stantly improve the product resulted, in 
a few years, in a decision to turn over 
completely to men’s fine dress shoes. 


“As early as 1915, there was evidence 
that this was not to be just a run-of-the- 
mine business «organization. With sin- 
cere concern for the interests of employ- 
es, Management suggested that an Em- 
ployes’ Association be formed and co- 
operative contact with the management 
maintained through a joint committee 
and an arbitration council. At the same 
time management relinquished all au- 
thority to discharge workers, vesting 
that right in the Employes’ Association. 

“In 1919, continuing in its pioneering 
spirit, the company decided to establish 
its own retail stores to supplement its 
independent dealer organization. Com- 
pany-owned retail outlets now total 27, 
besides 66 leased departments in large 
shoe, men’s clothing and department 
stores. 

“To satisfy a merchandising need 
among retail outlets for a line of lower 
priced shoes, the company, in 1934, 
started a second plant in Edgerton, 
Wis. 

“In 1935, the company attracted na- 
tionwide attention with a new plan of 
compensating production employes with 
a fixed percentage of the dollar value of 
the factory output, guaranteeing the 
payment of such percentage over 52 
weekly paychecks each year. This regu- 
larizing of compensation and the gear- 
ing of wages directly to the value of 
shoes produced has the advantage of 
automatically compensating workers in 
conformance with cost-of-living fluctua- 
tions. 
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Childs glve-in correction 


infants’ sizes 4 through 12............ 
Big Children's sizes 1 through 4....... 


heel wedge 
cement in shoe. 


Orthopedic Corrections 


Designed to help prevent pronation or inward rolling of the 
ankles. Our corrections offer two definite advantages: 


1. Eliminates typing up capital in corrective shoe stock. 
2. Controls pronation better. 


Carefully made of finest molded strap leather with inside 
and properly-designed instep pad. 


Write for run of sizes or sample pair today. Also catalogue 
#BR-25 describing in-stock orthopedic supplies. 


VOSBURG'S 
For Children 


Easy to 








VOSBURG FOOT APPLIANCE CO. 
1616 Lavaca Street ° 


Austin, Texas 

















Shoe Workers Get Wage 
Boosts, Demand Others 


New York—Seven to eight thousand 
workers in the women’s shoe industry 
here have received hourly wage in- 
creases of 7% cents, as provided by 
the new contract mtly ratified be- 
tween the New York Shoe Board of 
Trade and Joint Council 13, Shoe Work- 
ers of America, C..I. O. The contract, 
which is retroactive to November 15, 
1946, and extends one year from that 
time, affects some 60 women’s shoe 
manufacturers in the New York area, 
and incurs additional costs, it is esti- 
mated, of $858,000 annually to the in- 
dustry. 

Other changes made in the provisions 
of the contract guarantee a minimum 
wage of 65 cents an hour for the first 
three months’ work of a beginner, and 
70 cents thereafter; vacation pay on 
a percentage of their annual wage for 
employees of more than 30 days and 
less than a year of service. 





Associated Shoe Travelers 
Relocate Spring Show 


MILWAUKEE, Wisc. — The Spring 
showing of the Associated Shoe Trav- 
elers, to be held on February 9, 10 and 
11, will take place in the Wisconsin 
Hotel, in the heart of downtown Mil- 
waukee, rather than the previously 
scheduled Plankinton Hotel. 


Consider Export Ban Vital 


New York—The recent action of the 
Argentine government in restricting 
the exportation of hides and sheep- 
skins makes it “extremely unlikely” 
that U. S. export control on hides and 
leather will be removed in the near 
future, according to a recent bulletin 
of the National Shoe Manufacturers 
Association. 

The added significance of U. S. ex- 
port controls, the bulletin said, “may 
make it highly important for export 
controls in this country to be continued 
beyond June 30th,” by Congressional 
action. 

“At the moment,” it continues, “we 
doubt very much if there is anything 
as important to the domestic shoe in- 
dustry as continuation of export con- 
trols on hides and leather. . . .” 





Protests Possible Relaxation 


_Of Export Curbs 


New YorK—Rumors that export 
curbs on hides and leather will be 
dropped or changed, with the alleged 
result that hide price levels have been 
generally strengthened, elicited a 
strong statement of opposition from 
the Popular Price Shoe Retailers’ As- 
sociation recently. 

The removal or “liberalization” at 
the present time, of export curbs on 
hides and leather would stimulate 





artificially high prices once again un- 
der the existing disparity between in- 
ternational and domestic price levels, 
the bulletin said. 

“We wish to register the strong op- 
position of our directors,” the statement 
read, “to any change in existing ex- 
port controls on hides and leather at 
this time, or at any time prior to the 
attainment of a balance between sup- 
ply and demand of leather and leather 
products in this country, or prior to 
the attainment of balance between 
international and domestic price levels 
of these products and commodities.” 





Expect Large Attendance 
At Florida Show 


Boston, Mass.—A large number of 
shoe buyers is expected to be in atten- 
dance when the Southern show opens 
on February 23, combining business 
with a Florida Holiday at the Hotels 
Hillsboro and Tampa Terrace. Over 
100 lines of Summer and early Fall 
footwear will be on display. A special 
train from Boston and New York will 
bring a large number of exhibitors to 
Tampa two days prior to the show. 
The Chamber of Commerce and The 
Tampa Merchants Association have 
planned many events for the visiting 
shoe men. The show is under the man- 
agement of Eugene A. Richardson and 
Associates of Boston. 











Lion 


707 BROADWAY 


Our Modern Factory Is Now In Full Production And We 
Are Ready To Supply You With A Complete Line Of Fine 
Leather Sandals For Men, Women And Children 





FORMERLY LION LUGGAGE CO. 


NEW YORK 3, N. Y. 
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With No Commercial Ski Boots 
Available This Year — Order Now! 


SCOOPII!| 





IMPORTS 


IN STOCK 


IMMEDIATE 
DELIVERY - 























GENUINE MEXICAN 







Leather Uppers 


Sizes 4/8—36 pr. to case 


Case Lot... 57% 
25 Case Lot... 52% wx: 


Wire your order today 
war hl BROS 
1235 Washington Ave ¢ St. Louis, Mo. 





Leather Soles 
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| U. S. Gov't Surplus 


| SKI- MOUNTAIN 
| BOOTS 


|| Excellent Work Shoes! , 


Sell these low-priced ski- 
mountain boots as work 
shoes and watch them 
move. Water - resistant 
uppers; rubber cleated 
non-slip soles. Fit gov't 
ski bindings; you remove rubber cleats 
from soles and they fit most standard 
bindings. “Rocker-bottom"™ for easy walk- 
} ing. Bought by miners, formers, dairy- 
men, linemen, road builders; workers in 
steel mills, slaughter h 
Gov't sizes 5 to 92 equivelest te 


STANDARD SIZES 7 T@ 112 
Each width packed 12 pair assorted sizes per case 


No restrictions on quantity . . . but supply is limited 
Order Now! 








‘4:72 


In units of 12 pairs 
in a well-balanced 
size grouping. Min. 
order 12 pairs. 


. ice h 
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All sales final 


SERVICE MANUFACTURING (O., INC. 





120 EAST 16th STREET + NEW YORK 3, N. Y. 





Shields to Eliminate 
Splashed Hose 





Chicago, Ili—Splash Shields, a new 
item developed by Scholl Mfg. Co., is 
now on the market to keep hose clean 
even in muddy weather. Worn on the 
heels of shoes, pumps, rubbers, and ga- 
loshes, these shields prevent mud and 
— gn ey on the back of 
stockings. re easily sii on, 
easily taken of—and when ot te use 
may be carried in the purse in an ac- 
componylag waterproof envelope. 


WHAT’S NEW 


New Slip-on Spike Plate 
For Golf Shoes 


WASHINGTON, D. C.—The ParCleat, 
a one-piece metal plate with spikes, 
which can be slipped on and locked to 
the sole of the shoe, was recently put 
on the market for golfers by the 
ParCleat Company here. 

The device is, according to its manu- 
facturers, “all-metal, rust-proof .. . 
fits and locks on any shoes in a few 
seconds, and won’t come off until re- 
leased with key.” 








Laminated Plastic Sheeting 


NAUGATUCK, CONN.—U. S. Nauga- 
hyde Shoe Material, a new type of 
laminated plastic sheeting, developed 
by the U. S. Rubber Co. for shoe manu- 
facturers, is now in production for im- 
mediate delivery. 

The product is said to be practical 
for quarter linings, sock linings, heel 
pads, facings and trim on shoes. It is 
reported as pliable, easy to form and to 
apply, and is not tacky and will not 
soften, stretch, harden or crack through 
use. 

Other advantages claimed are that 





it can be cleanly cut, showing no fray- 
ing at the edges, and has sufficient 
strength to avoid stitch tearing. It can 
be easily printed or stamped and the 
ink remains permanently imbedded. 


Plastic Shoe Tree 








St. Louis, Mo.—The Radiant Plastics 
Products Co. here has introduced a wo- 
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man’s plastic shoe form to be sold in 
retail shoe outlets and gift and notions 
departments. Adjustable to any shoe 
size the tree is finished in all colors, 
both opaque and clear. In addition to 
its being adjustable the tree can be 
used on any type shoe. 

Other features are a springback ten- 
sion to hold the shoe in proper shape and 
its ease of cleaning because of the 
smooth plastic surface. 





New Process for 
Casting Foot Molds 


WASHINGTON — An efficient process 
for making durable, inexpensive molds 
of the human foot is described and il- 
lustrated in an American report now 
on sale by the Office of Technical Ser- 
vices, Department of Commerce. The 
method is said to overcome difficulties 
usually encountered in making accurate 
models of the foot under normal stand- 
ing load. 

The technique, developed by the Army 
Quartermaster Corps’ Climatic Research 
Laboratory at Lawrence, Mass., for use 
in studies of Army footgear, is believed 
to be of special interest to the shoe in- 
dustry. 

Several types of molding mediums 
were tried, the report states. A composi- 
tion of 40 per cent oleic acid and 60 per 
cent stearic acid was finally selected. It 
proved efficient, non-injurious and inex- 
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Woventox 


MEN'S RIBBED-TO-TOE 
50% Wool—50%, Cotton 


HALF-HOSE 


“WOVENTEX” STYLE 8372/52... 
Staunch, warm Socks — the type men 
like. In 50-50 wool & cotton, and 

ribbed cuff to toe. Packed '/ dozen 
box: 2 pairs oxford grey, 2 navy, 
cordovan, | maroon. Sizes 10 to 13. 


$5-75 pozEN (Net 30 Doys) 
PROMPT DELIVERY 


FRIEDMAN ssi cove 


319 Fifth Avenue, Nom York City 16 
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pensive, and accurately reproduced the 
required contours. 

Orders for the report (PB-4291: 
Casting of Molds; photostat, $2; micro- 
film, $1; 16 pages, including photos; 
dated July 1946) should be addressed to 
the Office of Technical Services, Depart- 
ment of Commerce, Washington 25, 
D. C., and should be accompanied by 
check or money order, payable to the 
Treasurer of the United States. 





More Army Footwear Ordered 


Boston, Mass.—The Boston Quarter- 
master Depot has announced that con- 





tracts have been awarded covering the 
manufacture of leather shoes and arc- 
tic overshoes with a total value of 
$170,373.36. The period during which 
these awards were made was from Jan- 
uary 10 to 20. 

The United States Rubber Co. has 
contracted to deliver 32,252 pairs of 
arctic overshoes of the type known as 
M-1945, at a price per pair of $4.05. 
The Endicott-Johnson Corporation is to 
make two lots of leather shoes, both in 
unusual sizes—the first, 4,308 pairs of 
low quarter tan shoes at $5.12 per pair; 
and the second, 3,132 pairs of service 
shoes with composition soles at $5.65. 
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Soles Office: 7406 MELROSE AVE. 
HOLLYWOOD 46. CALIFORNIA 


Factory: 10824 BURBANK BLVD. 
NORTH HOLLYWOOD, CALIFORNIA 





















NEW EASTER TRIMS 


“—— - er SPRING WINDOW 


SELLING AIDS 


CARD AT LEFT IN 


LAVENDER and YELLOW 
SIZE: 8" x 14" 
FIVE OTHER TEXTS 
TO SELECT FROM 


$1.00 each; 3 for $2.25 


PRICE TICKETS 
In Bright Easter Colors 
MANY STYLES — 
109 PRICES 


’\ 30¢ doz; 12 doz. $3.00 
| -/ MODERN CARD HOLDERS 


AS ILLUSTRATED 


NATURAL 
WOOD FINISH 


$2.25 each 








WRITE TODAY for free circular 
AND SAMPLE TICKETS 


MERCHANTS’ SERVICE, Dept. E 


209 S. STATE STREET, CHICAGO 4, ILL. 








Leased Shoe —eaey in atin Store 








Nook of Ernie Miller Shoes in Winner's, Asheville, N. C. Standing in the door- 
way to the stockroom of the salon-type department are, left to right, Mack Seely, 
manager, and Mr. Miller. 


ASHEVILLE, N. C.—One of the attrac- department is owned by Mr. Miller, 


tive shoe sources in Asheville is lo- 
eated in Winner’s store at 34-36 Hay- 
wood Street, opened last Fall. Ernie 
Miller Shoes in Winner’s occupies a 
large section of the main floor. 

With Mack Seely as manager, the 
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who was most recently with Ivy’s de- 
partment store, here and in Charlotte, 
N. C., for seven years. Mr. Seely came 
from Edwin Burge Shoes to Miller’s, 
after being with the Burge store here 
for four years. Both men have been 


in the shoe business for about 25 years. 

Ernie Miller’s shoes are for women 
and misses. The shoe department is 
modern in appearance. It is the salon- 
type shee arrangement, with conveni- 
ence and modern appointment. 

Mr. Miller also travels the South- 
eastern states for the Harvey Shoe 
company of Cleveland, Ohio. He has 
set up his new department here at 
Winner’s adjacent to the accessories 
departments of handbags, hosiery and 
costume jewelry. 

The store stands out in its unusual 
structure and appointments. The en- 
tire front story is of daylight front, 
solid glass in huge panes from pave- 
ment to ceiling, slanting inward at the 
top. The front for two stories is of 
Tennessee buff marble. The name Win- 
ner’s is scrolled in plexiglass across the 
upper left corner of the front. 





Correction 


A news item in the December 1 issuc 
of Boot AND SHOE RECORDER stated that 
Sam H. Dressner had recently taken a 
partner in the business known as Har- 
ley’s Shoe Store, 331 W. Valley Boule- 
vard, El Monte, California. Mr. Dress- 
ner informs Boot AND SHOE RECORDER 
that this announcement was incorrect, 
and that he is the sole owner of the 
business. 
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Style No. 2173 








Louis J. Robertson 


New YorK—Louis J. Robertson, one 
of the founders of the Tanners’ Council 
of America and at various times trea- 
surer, vice-president and chairman of 
the board of that organization, died 
Jan. 23 in his apartment, here, at the 
age of 67. He was treasurer of the 
Council in 1917 when it was organized, 
served as vice-president from 1918 to 
1921, and as chairman of the board 
from 1932 to 1934. 

From 1914 until 1932, Mr. Robertson 
was president of Louis F. Robertson & 
Sons, well known leather manufac- 
turers. In the latter years he became 
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NOVELTY PENCIL BOX 
Complete with 6” ruler, 
pen holder and pencil. As- 
sorted colors with wood 
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* Leather Sole 
Plain Toe 


Blucher Mode! with 
Removable Spikes 


Packed 12 assorted sizes 
to a case 


SIZES: 6% te 12 


$7.50 


MARCH DELIVERY 


SHOES 


to a case 





THE ARNOFF SHOE CO. Inc.+«101 Duane Street « New York 7,N.Y. 


president of the Bayer, Robertson 
Leather Company, retiring seven years 
ago. He had also been president of 
the Hide and Leather Realty Company, 
and more recently had acted as a 
leather consultant and had been as- 
sociated with the real estate company, 
Julius S. Lowenthal, Inc. 

During the first World War Mr. 
Robertson served on the War Trade 
Board and was permanent chairman of 
the leather industry in all Liberty Loan 
and war relief fund campaigns. Dur- 
ing the early days of the Roosevelt 
Administration he was chairman of the 
National Recovery Administration code 
authority for the leather industry. 
During the last war he was active in 
bond sales and relief work and was a 
member of the United States Citizens 
Defense Committee. He was active in 
charitable organizations of many kinds. 

Mr. Robertson is survived by his 
widow; two daughters, Frances Menke 
and Elizabeth Lowenthal; a brother, 
Edward F., and three grandchildren. 





Louis M. Hart II 


New YorkK—Louis M. Hart, II, son 
of Percy E. Hart, of Knomark Mfg. 
Co., Inc., died suddenly January 17 in 
Miami, Fla., where he had gone on a 
business trip, as Southern sales repre- 
sentative of Knomark. He was 35 years 
of age, and was born in New York City. 

Mr. Hart leaves a widow, the former 
Miss Dorothy Williams of Memphis, 
Tenn., also his parents and two mar- 
ried sisters. 


Philip Bender 


New YorkK—Philip Bender, pioneer 
Brooklyn shoe merchant, died recently 
at the age of 90, here. Mr. Bender 
was the owner of a shoe store at 245 
Grand Street, Brooklyn, which he 
opened in 1882, and which was taken 
over by his son several years ago. 

One of the organizers of the Grand 
Street Board of Trade, he: was also 
for ten years the treasurer of the 
English Lutheran Church of the Re- 
deemer. Mr. Bender was a former 
treasurer of the Retail Shoe Council 


LADIES' JODHPURS 


© Brown & Black 


© Packed 12 assorted sizes 


SIZES: 4 te 9 


$5.65 





Style No. 826; Brown 827; Block 








of New York, and a member of many 
fraternal organizations. 

He is survived by his widow, Mrs. 
Mary Bender, and a son, Harold P. 
Bender. 


Timothy J. Carey 


Ocean City, N. J.—Timothy J. 
Carey, 67, died at his home here re- 
cently after a prolonged illness. 

Born in Clonakilty, Ireland, Mr. 
Carey was engaged in the retail shoe 
business at 5412 DeLancy Drive, West 
Philadelphia for 22 years, and for a 
number of years was a director of the 
Philadelphia Shoe Retailers’ Associa- 
tion, and a director of the West Phila- 
delphia Bank. He is survived by his 
widow, Mrs. Nellie L. Carey. 





SHOE DISPLAY MAGIC 





30 ITEMS 





No. 166A — SHOE STAND 


Handsome basic unit for shoe dis- 
plays. Adjustable 7 inch top, % 
inch round stem, needie-type shoe 
grippers. Heights: 9, 12, 15 and 
18 inches. 


PRICE [all heights) iashitaiesine 


Gillman Plastic Fixtures 


— made in our own factory — 


503 N. 12th St., Dept. B, St. Louis |, Mo. 
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WESTERN 
BOOTS 


No. 3828 
© Authentic Westerners 
® Bleck or Brown 
© Hi Heel 
© Fancy Stitching 
©@ Genuine full grain 
Heavy Elkskin Upper 
Stock 


® Lecther lined 
© Pegged Shanks 


Packed 12 pairs 
te a case 


$8.95 


STOCK Sizes: 


S11 


IMMEDIATE DELIVERY 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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MOCCASINS 


MEN'S, BOYS", LADIES’ 


$2.70 


Sizes: 0% te I! 
Packed 12 pairs 
to a case 


® Black Waterproof 
Brown Orthopedic R 





gepue ®@ Machine Stitched 
Rawhi 


OTHER MOCCASINS: $2.10 to $3.35 
IN STOCK—IMMEDIATE DELIVERY 

























ARNOFF SHOE CO... INC 


101 Duane S¢..N.Y.C 








CELLULOID SHOE FORMS 














Lodies", " galenes’ ag ae 
color only, 

Immediate delivery. ah samples, also 
el FORM details and Shoe Findings 


“LYONS & COMPANY 
Deane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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Shoe Show, Ohio Shoe Travelers club, 
| 
| 








Dates to Remember 


Shoe Show, Ak-sar-Ben Men's Apparel 
Club, Paxton Hotel, Omaha, Neb. 
| Feb. |, 2, 3 and 4, 


Monthly Shoe Show, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 
Mich. February 2, 3, 4, 


Shoe Convention, Indiana Shoe Travel- 
ers’ Association, Severin Hotel, In- 
dianapolis, Ind. February 9, !0, 


Spring Showing, Associated Shoe Travel- 
ers, Hotel Wisconsin, Milwaukee, Wis. 
February 9, 10, II, 


Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 

Feb. 15, 16, 17 and i8, 


1947 
1947 
1947 


1947 


1947 


Hotel Deshler-Wallick, Columbus, O. 
February 16, 17, 18, 


Southern International Shoe Exposition, 
Hotels Hillsboro, Tampa Terrace and 
Floridan, Tampa, Fla. 

Feb. 23, 24, 25 and 26, 


Monthly Shoe Show, Shoe Travelers’ As- 
sociation of Chicago, Morrison Hotel, 
Chicago, Ill. February 24, 25, 26, 


Allied Shoe Products and Style Exhibit, 
Hotel New Yorker, New York City. 
March 9 to 13, 


Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore, New ao 
N. Y. March !!, 


Shoe Manufacturers Fall Opening, mae 
New Yorker, New York City. 
April 13, 14, 15, 16 and 17, 


Fall Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phillips 
Hotels, Kansas City, Mo. 

April 27, 28, 29, 


Netional Shoe Fair, Hotels New Yorker, 
McAlpin, Coramodore, Biltmore, New 
York, N. Y. April 27 to May |, 


Dinner and Entertainment, Boot and 
Shoe Travelers’ Association of New 
York, Pennsylvania Hotel, New York 
City. April 29, 


Fall Show, Northwestern National Shoe 
Travelers’ Association, St. Paul Hotel, 
St. Paul, Minn. May 3, 4, 5, 6, 


Fall Shoe Show, Mid-Continent Shoe 
Travelers’ Association, Skirvin Hotel, 
Okichoma City, Okla. May 4, 5, 6, 

Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. 


1947 


1947 


1947 


1947 


947 


1947 


1947 


1947 


1947 


1947 


May I!, 12 and 13, 1947 
Fall Shoe Show, Southwestern Shoe Trav- 
elers' Association, Adolphus, Baker 


and Southland Hotels, Dalles, Texas. 


May 12, 13, 14, 15, 1947 





Sees Minimum of 
Colors for Spring 


New YorK—“The controlling factor 
in shoes is the leather market, which 
is still on the short side, with demand 
much greater than supply,” said Miss 
Rhea Nichols of Allied Kid Company, 
in a recent statement on behalf of the 
Kidskin Tanners’ Guild. “The result,” 








MEN'S CLOGS & SANDALS 











STYLE TWINS 
CLOGS 
85¢ 





SANDALS $1-% Pos wv. 


@ Patented Moided Process 

@ Stretchy Fine Quality Rubber 

@ Smart Dull! Finish 

@ Tailored Fit Assured 

® Soilproof-Washable Throughout 
Packed 24 pairs to case, Assorted or 
! Solid Sizes Small, Medium & Large 








MARATHON SPORTING SHOE CO., INC 


116 Ducne St? 


New York 7, N. Y 





she said, “is a minimum of colors, al- 
though the pressure for colored shoes 
has produced some disproportionately 
large buying in all available brilliant 
tones. There will be supple kid suedes 
and glazed kid in gray, cocoa, navy, red 
and peppermint-green; calfskin in the 
new mink-brown and cherry-red; and 
reptiles in many high colors. 

“A feeling for restrained simplicity, 
apparent in all the lines, is a refresh- 
ing thing, as is a trend away from the 
omnipresent open toe, sling-back for- 
mula, despite the comfort of that easy- 
to-fit fashion. The new closed-up look is 
still in a transition stage, compromising 
usually on either closed heel with open- 
toe, or closed toe with open quarter. 
And there will be more and more of the 
high-throated line, swathing the instep 
in graceful curves. Platforms will be 
lower—one-quarter to one-half inch in 
height as against the exaggeration of 
former inch-platform treatments. 

“The shoe for the special occasion is 
once more possible to promote for 
women of fashion,” the statement con- 
tinued. “Flats and walking-shoes with 
heels up to 18/8 are shown in a great 
variety to wear with city and country 
suits, and there are lots of gay leisure 
shoes to accompany sports and loung- 
ing clothes. Two-toned shoes in white 
combined with navy, brown and black 
show simple treatments that look newer 
than the old classic ‘spectator sports.” 
The higher-heeled daytime shoe for 
print dresses is usually a variation of 
a fundamental pump silhouette, and for 
more formal afternoon wear, there are 
sandalized pumps and strap sandals. 
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TEE OFF 
FOR YOUR GREATEST 

GOLF SHOE SEASON 
WITH PAR = 

sY new york athletic shoe 


Immediate 
Delivery 










Accepted split 
seam Moc pot- 
tern in soft drying 
Elk, leather quarter 
linings, heavy oak 
lecther soles, sto-m 
welt, genuine Good- 
veor welt construction, 
8B, C, D widths—sizes 
6 to 12. 



































MEN'S GENUINE HAND SEWN 


MOCCASINS 


Here they are! Cozy moccosins thet will be a treat for 
your customers. The finest hand-sewn moccasins, mode 
in one piece, that skilled craftsmen can turn out. Others 
are available in styles for women and boys. Ploce your 
order today. 






No. 580—DARK BROWN 
RETAN ELK 
Brown 
Orthopedic 
Rubber Sole 
Sizes 62-12 














KANDEL SHOE COMPANY 


MEN’‘’S AND BOYS’ FINE SHOES 
114 READE STREET NEW YORK 13, N. Y. 














New Shop Features Accessory Coordination 





Planning the new Harrisburg shop, principals of Bosere, Inc., (left to right) Edward 

W. Schieisner, president; Robert Offenbach, secretary-treasurer, and Earnest F. 

Berbush, vice-president, discuss merchandise arrangements for Bosere's Guild 
House, specializing in coordinated accessories for women. 


HARRISBURG, Pa.—A new conception 
in the retailing of coordinated fashion 
accessories for women is presented to 
Harrisburg with the formal opening of 
Bosere’s Guild House, 215 North Sec- 
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ond Street, in Harrisburg, on Feb. 1. 

Announcing the basic idea for this 
newest of women’s shops in Pennsyl- 
vania’s capital city, Edward W. Schleis- 
ner, president of Bosere, Inc., said. 


“We are offering top quality acces- 
sories so harmonized and conveniently 
greuped that there will be no need even 
to go from department to department 
in perfecting a costume by the addition 
of shoes, bags, hosiery, gloves, jewelry, 
belts and other requirements for an 
ideally blended fashion picture.” 

Basing its merchandising program on 
the fact that footwear is the foremost 
element in accessories coordination, 
Bosere’s has secured exclusive fran- 
chises for Harrisburg from leading 
shoe designers. From this basis, the 
new shop has had other accessories de- 
signed and created to make comple- 
mentary ensembles of exceptional 
fashion interest. 

Mr. Schleisner has as associates, 
Earnest F. Barbush, vice-president, and 
Robert Offenbach, secretary-treasurer. 

Bosere’s new store building is of 
modern design with spacious marble 
and glass front. The store occupies the 
street floor. Its stock will provide vir- 
tually all accessories for completing 
the costume after the selection of dress, 
coat and hat. The interior layout has 
been designed especially to carry out 
the plan of fashion-wise grouping of 
accessories rather than a department- 
alized arrangement. 

Mr. Schleisner said the appointment 
of a manager would be announced in 
the near future. 








wel 





CASUALS | 








OUTDOR-EES | 
Flexible California Process 


~~» GABARDINES 


ESPADRILLE 
A new version of the 
Outdoor Ballet. Black 
only. 


_ 


~ 






SIZES: 


4 to 9? (half sizes) 
Packed 


immediate Delivery 
WILLIAM COHAN 


co. 
Casuals ° Sport Shoes e Slippers 
19-21-23 S. Wells St., Chicago 6, Ill. 

















JOBS 


li li et tl hl elie ee 


WE SELL ““UD3S 
QUALITY SHOES & 


Qvelity Shoes Since 1932 


~~ 





From the Nation's 


leading Manufacturers 
M. K. WEIL SHOE CO. & | 
While in Town See Weil 
1215 Washington Ave. 

St. Lovis 3, Mo. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.. Inc. 
Worth 2-5190-1 
79-81 Reade $?., New York 7, M. Y. 




















About Shoe People 





' 

Milton E. Friedberg, formerly buyer 
of women’s better and budget shoes 
and slippers for Bloomingdale Brothers 
in New York, has assumed the duties 
of divisional merchandise manager of 
women’s and children’s shoes and slip- 
pers, millinery, and fashion accessories 
for that store. Mr. Friedberg first 
joined Bloomingdale’s as buyer of wo- 
men’s better shoes, adding the budget 
department in 1938. He returned to 
this position after three years in the 
Army Air Corps. 

> > > 

Milliron’s, formerly the Fifth Street 
Store, in Los Angeles, Cal., have an- 
nounced the promotion of two of their 





LYLE WEAVER 


staff. Lyle Weaver has been moved up 
from assistant buyer to buyer for the 
main floor women’s shoe department, 
and Earl Williams has been promoted 





EARL WILLIAMS 


from assistant buyer to buyer for all 
basement shoe departments and of chil- 
dren’s shoes on the fourth floor. 

Both men have been with the depart- 
ment store for a number of years. Their 
promotions follow the store policy of ad- 
vancements from within the organiza- 
tion. 


Saul Litvack, sales manager for Tup- 
per Shoes, Inc., left New York recently 
to visit the firm’s accounts in Chicago, 
St. Louis and other cities in the central 
part of the country and throughout the 
West. 

. . 2 

In addition to his duties as buyer of 
the Young Moderns section of Marshal! 
Field & Co., Chicago, Carl Campbell has 
added the buyership of leisure and play 
shoes. These two types of footwear have 
been carried for some years in the sec- 
tion known as Leisure Square. It is 
planned to separate these two cate- 
gories, and retain only indoor slippers, 
mules, etc., in this department and to 
make a separate division for the out- 
door play shoes, George King, who had 
been acting buyer of Leisure Square 
has been named assistant to Mr. Camp- 
bell. 

x > x 

Ben Barnett has expanded the scope 
of his sales agency in the Marbridge 
Building, New York City, to include 
sales promotion for Meyer-Silver wo- 
men’s shoes of New York, Le Hafre play 
and casual women’s shoes, of Florida, 
and the Jerry Shilo women’s shoes, of 
Boston. The promotion work will fea- 
ture a mat service, and a “shoe of the 
month” selection from each manufac- 
turer. 

= a = 

Tom Hayes, associated for many years 
with the custom shoe business in New 
York, has joined the sales staff of Mod- 
ern Orthopedic Appliance Company, 
Inc., of New York City, where his office 
and territory will be located. 

7 . > 


A. Fein, for a number of years in the 
retail shoe business, is now heading the 
Gard Footwear Corporation, 5609 Third 
Avenue, Brooklyn, N. Y., manufacturers 
of children’s all-leather house slippers 
for the better retail trade. 


. = > 


Dave Plotkin recently became the rep- 
resentative of Fields Footwear Inc., of 
Milford, Mass., for all territory East of 
Denver, Colorado. Fields Footwear 
manufactures high grade women’s shoes. 
Mr. Plotkin is located in New York. 

+ = > 

Harry Gluckman, owner of the Chil- 
dren’s Bootery, Beverly Hills, Cal. is 
opening another store in Studio City. 
Located in one of the smartest shop- 
ping districts in the San Fernando Val- 
ley, the new store is slated to open on 
March 1. It will bear the same name 
and will cater to children from infancy 
to teen-age. 

> > 7 

Charles H. Butler, advertising and 
merchandising director of U. S. Shoe 
Corporation with general offices and one 
of its principal plants in Norwood, Ohio, 
presided recently at the Cincinnati Ad- 
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vertisers Club’s clinic in advertising art 
and layout. Cincinnati ad agencies pre- 
pared the displays which were projected 
on a screen and discussed by representa- 
tives of agencies involved. 
> Sd 7 
Robert Feilich has been elected vice- 
president in charge of shoe purchases 
for the Weiss-Neuman Shoe Co. in St. 
Louis, Mo. A member of the firm since 
last September, he previously was asso- 
ciated with the Mathes Shoe Co. 
. » >= 
Robert L. Miller, export manager of 
Een Orlick, women’s novelty shoe whole- 
salers, embarked recently on an ex- 
tended business trip to continental] Eu- 
rope. 
> = > 
Harry Stiglitz, proprietor of the Stig- 
litz Shoe store, 6467 Russell Street, De- 
troit, Michigan, recently departed on a 
cruise to Havana, Cuba. He will return 
sometime in February. 
7 > = 
Frank B. Wooley, of Wooley’s Shoe 
Store, in Lebanon, Indiana, has sold an 
interest in the concern to Rudell Apple, 
who has been associated with the store 
since 1935. Mr. Apple was in the Armed 
Forces for three years. The new con- 
cern will be called the Wooley and Apple 
shoe store. 
a7 . * 
Joseph Wasserman, proprietor of the 
Wasserman shoe store in Cheyenne, 


Wyoming, has been named by the cham- 
ber of commerce to a committee to han- 
dle arrangements for the 80th anniver- 
sary of the arrival of the Union Pacific 
railroad in Cheyenne. 
> > > 
Paul Davis, shoe specialist, has leased 
the second floor at 71 West Chippewa 
St., Buffalo, for sales and office space. 
> > a 
E. R. McCarthy, a vice-president of 
the Brown Shoe Co., in St. Louis, Mo.. 
has been re-elected to his fourth term as 
president of the Y.M.C.A. of St. Louis 
and St. Louis County. 
. > 7 
Herbert N. Lape, Sr., chairman of the 
board of the Julian & Kokenge Co., 
Columbus, Ohio, has been named to sev- 
eral committee posts on the Chamber 
of Commerce of the United States. He 
is a national Chamber director, chair- 
man of the executive committee, and a 
member of the department of manufac 
ture committee. 
> > = 
Rueben H. Postal, of Postal Brothers, 
retail shoe store owners and operators 
of Richmond, Virginia, has purchased 
the building and lot at 3-5 East Broad 
Street, heretofore occupied by Postal 
Brothers on a rental basis, according to 
a recent announcement. Postal Brothers 
will continue to occupy the building and 
plan a remodeling of the structure and 
the construction of a new glass store 


front, it was announced. 
> > 
Curt Streitman is the new manager 
of Marilyn Slipper Shop, 1544 Main 
Street, Columbia, South Carolina. 
> > > 
Ralph Christensen, who returned to 
the position which he held before the 
war at the Berglund & Rose Shoe Store 
in Clay Center, Kansas, recently pur- 
chased an interest in the Boston Cloth- 
ing Store and is now a partner with 
Ernest Trautwein. Mr. Christensen, aa 
ex-serviceman, served in the Army. Mr. 
Trautwein is also an ex-serviceman, hav- 
ing served with the Army in World 
War I. 


Albert D. Murphy, Albany, N. Y., for- 
merly associated with Honigsbaum’s, 
dealers in sportswear and women’s fur- 
nishings, is the manager of the new 
Maiden Lane Bootery, Maiden Lane and 
James Street, Albany. The new shoe 
store is announced as “Albany’s Newest 
and Finest Ladies Shoe Salon.” 
> - > 

William K. Kimball, at one time con- 
nected with the old E. G. & E. Wallace 
Shoe Co., Rochester, N. H., and Mrs. 
Kimball, have observed their 62nd wed- 
ding anniversary. Mr. Kimball is 84 
years old, a former mayor of Rochester, 
and has been prominent in civic and 
fraternal affairs. Mrs. Kimball! has also 
been a leader in various lodges. 








THE 


BEST IV BALLET 


Deluxe pleated toe shoe in black or white 
kidskin. Style 10, $2.00 


Fall Sole student ballet, 

Style No. I!, $1.90 

Style No. |, Acrobatic Sandals 
Fown or Black, 60 Cents 


Order now for earliest possible 
delivery. Terms: Net 30 days 


166 North 3rd Street, Columbus, Ohio 
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A Book Every Shoe Dealer 
and Salesperson 
Should Have! 


THE 
HUMAN 


ANATOMY, DEFORMITIES 
AND TREATMENT 


By DR.WM. M. SCHOLL 


of the most complete books ever written on the 

a iain, Deformities and Treatment of the Foot. 

—— it is scientific to the highest degree, 2 wie 
and illustrated that any layman can readily digest it and put 
its teachings into daily practice. 


Partial List of Contents Bones. Metatarsals 


400 trations. Many * THE MFG. CO., INC. 
anatomicel illustre- © 213 W. St, 
tions in color. ft, 14th St., New York 
«| Send me _copies of “THE 
Know Bese Abou | HUMAN FOOT” ot $3.50 each. 
Mail Coupon Now! © city State 
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ICE SKATE OUTFITS 


for Women 











Men's ICE SKATE OUTFITS 


“CANADIAN FLYER" 


2-Tone Leather. Black Uppers @ Tan | 
Toe, Scuff Pad, Ankle Patch °© Solid | 
Leather Outsole © Lined Tongue | 
~ © Nickel Plated Eyelets & Yellow | 

Nickel Plated UNION 

Heekey 





= Sizes: 4 to 10 
1] STOCK—IMMEDIATE DELIVERY 


ARNOFF SHOE CO.,INC., 101 Duane $¢. N.Y.C 
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MEN'S ARCTICS 
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MEN'S 5 BUCKLE 
ARCTICS 


No. 5000 
* All Rubber, Black 


®@ Molded non-Skid 
soles 


© Fleece lined to in- 
sulate feet against 
cold 

® Ideal for heavy duty 


© Sizes: 7 to 12 


$3.00 PAIR 


IN STOCK 
IMMEDIATE DELIVERY 












ARNOFF SHOE CO..INC.,101 Duane St... N.Y.C 








Shoe Fair Space 
Plan Announced 


New YorkK—Applications for display 
space at the National Shoe Fair to be 
held here in April have been received 
from members of the National Shoe 
Manufacturers Association, as well as 
a large number of requests for space 
from former exhibitors at previous 
Shoe Fairs, according to Charles W. 
Holt, manager of the New York Na- 
tional Shoe Fair. Applications were 
mailed to the latter group on January 
25. 

Until such time as space is arranged 
on applications already received, and 
those expected from former exhibitors, 
Mr. Holt said, no additional invitations 
and contract forms (applications for 
space) will be sent out. 

Applicants will be advised later as to 
the space situation. The management 
of the National Shoe Fair intends to 
accommodate as many exhibitors as is 
possible within the limits of the space 
which is available, but since it has not 


| been possible to increase the number of 





exhibit rooms, requests for space from 
those firms not covered by the above 
classifications must be deferred for the 
present. 


Tanners Testify 
Against Tariff Cuts 


WASHINGTON — Representatives of 
the leather industry submitted addi- 
tional testimony January 16 before the 
Committee for Reciprocity Information 
supplementing briefs already submit- 
ted by the tanning industry protesting 
further cuts in existing tariff rates in 
leather. 

Testimony was given by Clayton Van 
Pelt of the Fred Rueping Leather Com- 
pany, and Chairman of the Tanners’ 
Council Committee on National Af- 
fairs; Frank H. Miller of G. Levor & 
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BROWN SMOOTH RETAN SPLIT 
MOCCASINS 
Immediate Delivery 


Men's 6-11 2.40 
Boys’ 1-6 
Women's 4-9 
both 2.35 


Net F.0.B. Phila 





Also in 
Hand Sewn Golden Brown Retan 
Men's 3.25 Boys" 3.25 
Men's White Elk 3.25. 
Min. Order 18 or 36 prs. © «4 Eyelets 
Reinforced Plug ° Orthopedic Sole 


KRISCHER-KLINE SHOES 


34 No. 4th St. Phila. 6, Pa. 





Company; Milton Hubschman of E. 
Hubschman & Sons, and I. R. Glass of 
the Tanners’ Council. 

In his statement before the Com- 
mittee, Mr. Van Pelt stated, “The 
tanning industry is opposed to any re- 
ductions in present U. S. duties on 
leather or to binding these duties for 
the life of any agreements now con- 
templated. 

Mr. Miller, speaking on behalf of 
the kid leather industry said, “It was 
the initiative of U. S. tanners that 
largely developed the raw material 
resources that are now being closed to 
us through discrimination and in- 
equity. We fostered the proper cure 
and preservation of skins, we aided 
the growth of collecting and shipping 
trades all over the world, and by pro- 
viding a market we made a substantial 
volume of dollar exchange available to 
raw material areas. It is ironic that 
in the balance of trade between the 
United States and the British Empire, 
for example, our imports of goat and 
kid skins were a far from negligible 
factor in cancelling sterling debits.” 

Mr. Glass said: “In concluding the 
general testimony of the Tanners’ 
Council, nothing seems to us of more 
importance than the handicap United 
States tanners now bear in the light 
of subsidized industry abroad. It is our 
opinion that the issue of subsidization 
with all of its implications inimical to 
free enterprise cannot be ignored or 
dismissed; it is of the essence. It 
would be the sheerest folly for the 
United States to reduce present duties 
on leather, when these are already the 
lowest in the world, and when nation 
after nation subsidizes the manufacture 
of leather . . . Shut out of foreign raw 
material markets, are we to welcome 
the competitive products of low-cost 
labor, produced through subsidy and 
achieved through discrimination, by a 
farther reduction in tariffs which other 
countries have not even deigned to 
equal?” 


Industry Picks Colors 
[CONTINUED FROM PAGE 93] 


tain fashion coordination notes as well. 

Ten colors for men’s shoes were 
adopted for Fall, 1947, at the same 
time. Adopted for street and general 
wear are the four repeated colors, 
Boulevard Brown, Brandy Tan, Indian 
Tan and Tawny Tan, also Black. 
Chosen for heavy rugged types are the 
repeated colors, Ruddy Wine and Gold- 
en Harvest, Boulevard Brown in a 
grain version, a new golden tan and a 
new natural shade. 

The repeated color, Cabaiia Brown, 
is listed for casual type shoes. 

Mrs. Rorke stated that the Men’s 
Shoe and Leather Color Card for Fall, 
1947, to be issued later, will as usual 
show all of the colors in leather, ac- 
companied by merchandising notes. 
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produce more sales. 


WINDOWS THAT SELL SHOES! 


Sparkling-clear, Plexiglas shoe display sets 





FOOTWEAR FASHIONS 


Watch for announcement of Spring 


Merchandising plans in: 


Set illustrated 25 pieces complete 
Satisfaction Guaranteed 
Order by number Set K-12 





Write for catalog “MODERN DESIGN ON DISPLAY” 
Representatives in Principal Cities 


ROGER KENT COMPANY 
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Traveling Salesmen 
Must Be Trained 


Boston, Mass.—Urging the neces- 
sity of better training for traveling 
salesmen, S. Kenneth Bruce, general 
sales manager of the Eastern Division 
of the International Shoe Company, 
said recently that if the present rate of 
shoe production continues, the industry 
will find itself over-produced “unless 
we sell more than we ever have be- 
fore.” Selected as one of the chief 
speakers at the New England Sales 
Management Conference, held here re- 
cently, Mr. Bruce argued that order- 
taking is not enough; that, to be suc- 
cessful, the traveling shoe salesman 
should not only know his line thorough- 
ly, but should be familiar as well, with 
all phases of retail merchandising— 
salesmanship, promotion of all kinds 
and store operation. He should be 
qualified to act in an advisory capacity. 

No shoe manufacturing company, he 
said, can afford to ignore the quality of 
its salesmen who, in addition to being 
energetic men of good character, should 
be thoroughly trained. His own com- 
pany, he said, plans a sales force of 
500 men and hopes to achieve an an- 
nual volume of $160,000,000. No con- 
cern, he said, will ever grow great 
merely because it has the capacity to 
produce. It must be able to sell what 
it makes. 

He advised the independent retailers 
of the country to carry more complete 
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stocks but fewer lines and thus achieve 


a higher rate of turnover; and pre- 
dicted that men’s shoes will be sold in 
the not-too-distant future far more 


with the aid of style than has been the 
case heretofore. Color, he said, will be 
one of the chief components of these 
new styles. 


Field Stresses Perils in 
Foreign Competition 
WASHINGTON— Maxwell Field, execu- 
tive vice-president of the New England 
Shoe and Leather Association, Boston, 
testified recently at a hearing of the 
Committee for Reciprocity Information, 
held in the National Archives Building, 
Washington. Mr. Field stated at the 
outset that his association’s official posi- 
tion, as approved by its board of direc- 
tors, was firm opposition to any reduc- 
tion in present import tariff duties on 
leathers and shoes. The principal fac- 
tors stressed by Mr. Field in his oral 
arguments were: Danger of post-war 
exports of shoes to America from coun- 
tries which have nationalized their in- 
dustries, i.e., Czechoslovakia, Argen- 
tina, etc.; American duties on leathers 
and shoes are already lower than duties 
on comparable items in all foreign coun- 
tries ;, special preferential tariffs, quotas, 
ete., are discriminatory against Ameri- 
can producers, and should be eliminated 
before any tariff concessions are dis- 
cussed with these nations; and Ameri- 


Women’s Wear Daily .. 
Footwear News 


GROVES SHOE CO 
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GROVES SHOEMAKERS, INC 
Manufacturers and Distributors of Fileen Footwear 
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can shoe manufacturers and tanners are 
unable to compete with foreign pro- 
ducers who use same manufacturing 
processes and machinery, but whose 
labor and other costs are substantially 
below wages paid in our country, and, 
therefore, the continuation of existing 
rates is imperative as a protection to 
high American wage scales and rates 
of earnings. 


Lawson Reelected by 
Michigan Travelers 


DetrroiTr, Micu.—Annual election of 
officers was held by the Michigan Shoe 
Travelers Club in connection with the 
January shoe show. 

George H. Lawson of Phyllis Shoe 
Company was reelected president for a 
second term. Other new officers are: 
Curtis Johns, Groves Shoe Company, 
vice-president; Moe Cantor, Simplex 
Shoe Company, secretary; and Al 
Apple, Portage Shoe Company, trea- 
surer. 

Elected as directors were: S. S. 
Weiss, Cambridge Rubber Company; 
E. W. Jensen, Five Star Shoe Com- 
pany; George Jacques, William F. 
Mayo Rubber Company; H. A. Broad- 
well, John Pilling Shoe Company; Lou 
Hall, Marion Shoe Company; Frank 
Delboy, Coronet Polishes; George 
Durst, Curtis Shoe Company; and 
Clarence J. Armbruster, Allied Shoe 
Company. 
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| Schiff New Head 


ad {0 | 
| Of A. S. Beck 
New York—Robert W. Schiff, pres- 
ident of The Schiff Company, has been 
elected president of the A. S. Beck 


Shoe Corporation, replacing Benjamin 
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for TURNOVER 


New Spring Loafer 


Women's Brown Leather 
Vamp Loafer Moccasin, 
Panolene Rubber Sole; 

@ smart number 





ROBERT W. SCHIFF 


Daniels, who has resigneed as presi- 
dent of the corporation. Mr. Daniels 
will continue to give his services in 


Sizes 4 to 9, M width an advisory capacity and will con- 
~ tinue as a director and member of the 
s 15 executive committee of the firm. He 


is completing plans to enter the shoe 
manufacturing field. 
Mr. Schiff, a resident of Columbus, 


¥ STOCK - IMMEDIATE DELIVERY Ohio, has been president of The Schiff . 


Company, a retail shoe chain, since 
1920, and Chairman of the Board of 
Directors of the A. S. Beck Shoe 
Corporation since July 1945. 





SHOE COMPANY Announces Formation of 
New Chicago Group 


Cuicaco, ILt.—A group of shoe men 
"= | interested in the growth and develop- 
SHOE CLEANER ment of the importance of the shoe 
industry in Chicago was formed here 
recently. President of the group, to be 
known as the Chicago Shoe Market, is 
Denison Groves. Ed McBreen was elected 
secretary-treasurer, and four men— 
Otto Von derHoff, Paul Kirschten, Bill 
Cohan, and Irving Lamet—were elected 
directors of the Chicago Shoe Market. 























SENSATIONAL 


White Dry Shoe Cleaner 





74 Tanners to Participate 
In Leather Show 


New York—The Tanners’ Council 
has announced that 74 members of the 
Council will participate in the forth- 
coming Leather Show at the Hotel Com- 
modore, New York, on Tuesday and 
Wednesday, March 11 and 12. In this 
first showing of leather since 1942 the 











Cost, $1.85 Dz. — $19.20 Gr. | tanners of upper leather will display 
ORDER FROM YOUR JOBBER their lines for the Fall and Winter sea- 
OR DIRECT FROM FACTORY | gon of 1947. 
$ & M CHEMICAL co inc | The exhibition hours on March 11 
“7 . will be from 10 A.M. to 10 P.M. and on 
2000 S. Mistigen Ave.. Cilenge, @. =| | warch 12 from 10 A.M. to 5 P.M. 
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SPORT SHOES 


| @ All Smooth Elk Uppers 
© Genuine Goodyear Welts 
@ 12 Iron No-Mark Soles 
© A and C Widths 


#7051 
All Brown 














Also Available 


Same Uppers * Same Construction 


#7060 All White Oxford 
White Sole 
#7061 All Black Oxford 
Black Sole 
#7052 All Brown 
| Moccasin Loofer 
#7054 All Brown Jester 
leather Sole 
#7057 All Brown 
Shonks-mare Jester 
#7058 Brown and White Saddle 
White Sole — 4.00 
#7059 Black and White Saddle 
White Sole — 4.00 


18 or 36 pair to case 
IMMEDIATE DELIVERY 


M. KOLKER & CO. 
4 South Hanover Street 
Baltimore 1, Md. 














TENNIS SHOES 








| TENNIS SHOES 


© Packed 24 asserted 
pairs te the case 
in either coter. 





immediate 
Delivery 
Also Ladies’ Hi-White available at $1.55 
MEN'S $1.75 BoYSs' $1.65 
éte 1! pow 22 te 6 pair 


ARNOFF SHOE CO..INC., 101 Dwone S$*..N.Y.C 
Buy Savings Bonds | 
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News of the Silesmtlt and Suypliers 


Sales Meetings and Changes in Sales Personnel 


District Managers Attend Four-Day Meeting 





Boston, Mass.—A showing of new equipment for making children's and men's 
welt shoes was the highlight of the recently completed annual four-day conference 
of Compo Shoe Machinery Corporation executives and district managers held at 
the Boston headquarters. New developments in Compo machinery and adhesives 
were discussed and demonstrated, plans for 1947 were expiained, and present-day 
shoemaking problems were explored in relation to new materials and methods. 

Following the general meetings, individual conferences between executives and 
district managers were held, followed by a banquet at the Hotel Bradford. 

District managers attending included: Boston, C. A. Sullivan and assistant man- 
ager F. M. Sullivan; Haverhill, B. W. Dougherty; Maine, J. J. Long; New York, O. B. 
Koefoed and assistant manager J. B. O'Brien; Philadelphia, W. J. Duffy; Cincinnati, 
F. A. Waterson; Chicago, E. A. Ott; St. Lowis, F. B. Melea and H. F. Ryan, assistant 
manager of the Western district. 


John R. Evans 
Distributes Calendar 


Boston, Mass.—Timely activities in- 
dulged in by Evaline, the kid; Brogi, 
the goat; and Jimmy Pig are pictured 
in color on the 12 pages of a new 1947 
calendar being distributed by John R. 
Evans & Company, Camden, N. J., tan- 
ners. Winter sports in February, styling 
footwear in March, trout fishing in 
May, and school graduation (with 
honors, of course) in June are some of 
the activities depicted—the entire 
series having been made into an at- 
tractive, plastic-spiral-bound booklet 
equipped with cord for easy hanging on 
the wall. “Through the year with Evans 
leathers” is the theme which dominates 
this unusual piece of advertising. 





Agency’s Offices Moved 


Boston, Mass.—The J. M. Reilly 
Company, advertising agency, has an- 
nounced the removal of its offices from 
10 High Street, this city, to 400 Boylston 
Street. 





George E. Keith Issues 
Statement to Stockholders 


BROCKTON, Mass.—Despite produc- 
tion limitations by OPA and the scarc- 
ity of leather in the first half of the 
year, the consolidated sales of the 
George E. Keith Company were $15,- 
001,968, for the fiscal year ending Oc- 
tober 31, 1946, acording to the annual 
statement to stockholders. These sales 
constituted an increase of $2,139,632 
over the previous year. 

Net profits of $558,533 were accrued, 
after depreciation, Federal taxes, and 
appropriations for contingencies. Pro- 
visions for depreciation amounted to 
$81,666.68, Federal taxes $661,286.64, 
and contingencies $275,000. 

It was noted that “prior to and dur- 
ing the war years, high tariffs con- 
siderably reduced ... (a) ... foreign 
business,” which in 1924 included sales 
in 102 foreign countries. Among the 
countries in which Walk-Over shoes 
are sold, it was said, are Norway, Ha- 
waii, Cuba, Sweden, Mexico, and the 
Philippines. for boys and girls up to age five. 
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New Moccasin Sandal for Children 





Farmington, Mo.—This moccasin sandal, made by the Trimfoot Company, here, 
is constructed on an unusual pattern, with side straps and insole of one piece. The 
company reports that this model hes met with high ecceptence. The sandal is 
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Royal Footwear Expands Sales Activities 





Management and sales representatives of Royal Footwear Company meet to 

formulate plans for the future. Left to right: Leon Howard, production manager; 

Calvin Howard, sales manager; Barney Glazer, Eastern sales representative; Max 

Horowitz, president; Harold Krassner, Middle West sales representative; and 
Murray Krell, West Coast sales representative. 


New YorK—A conference of the 
newly organized staff of sales represen- 
tatives of the Royal Footwear Com- 
pany, manufacturers of women’s shoes, 
was held recently in the firm’s Brooklyn 
offices at 800 Union Street. 

Calvin Howard, sales manager and 
vice-president of the company, con- 
ferred with his new associates in for- 
mulating plans for coverage of terri- 
tory. The sales representatives are 
Barney Glazer, who, from a background 
of 30 years’ sales experience, will cover 
territory East of the Ohio River, from 
Maine to Florida, with Calvin Howard, 
from offices in the Marbridge Building, 


in New York; Harold Krassner and 
Murray Kell, men of long sales experi- 
ence, who will cover the Middle West 
and the West Coast, from offices in the 
Haas Building, Los Angeles. 

Royal Footwear has been operating 
in the Brooklyn plant since July, 1946, 
when it moved from a New York ad- 
dress. The company concentrates on 
the manufacture of high style women’s 
shoes under two brand names, Royal 
Footwear and Dale Creighton Originals. 

Max Horowitz is president of Royal 
Footwear; Calvin Howard, sales man- 
ager and vice-president; Leon Howard, 
production manager. 





Executive Changes 
At Shoe Firm 


St. Louis, Mo.—C. D. P. Hamilton, 
president of Hamilton, Scheu & Walsh 
Shoe Co., has announced the election 





CLYDE MARTIN 


of Clyde Martin as vice-president in 
charge of sales and a member of the 
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board of directors. 

Mr. Martin has been associated with 
Hamilton, Scheu & Walsh Shoe Co. for 
approximately three years. Appointed 
sales manager last August, he previ- 
cusly had served as assistant sales 
manager and had been in charge of the 
Midwestern territory. 

Before coming to Hamilton, Scheu & 
Walsh, Mr. Martin had been buyer of 
better grade women’s shoes for Mar- 
shall Field & Co., Chicago. 

Ed Weaver has also been appointed 
to an executive capacity with the firm. 
Mr. Weaver will be in charge of per- 
sonnel, labor relations, production 
scheduling and cost finding. 

Prior to joining the company, Mr. 
Weaver was secretary and a member 
of the board of directors of Brauer 
Bros. Shoe Co. 


Hold Style Show 


Union, Mo.—The Eighth Annual! 
Shoe Style Show and Dance was held 
here recently by the personnel of the 
Bourbouse Shoe Manufacturing Co. 
Champ Clark and his Sunnyside Sere- 
naders furnished the music. 


Dedicates New Factory 


St. Louis, Mo.—Brown Shoe Com- 
pany dedicated its new shoe factory at 
Selmer, Tenn., recently amid ceremonies 
in which company executives, city and 
state dignitaries and the local towns- 
people took part. 

The new plant is equipped with mod- 
ern shoe-making equipment, and at peak 
capacity will turn out about 3600 pairs 
of shoes each day. Present production 
will consist entirely of boys’ shoes. The 
building is of brick and steel construc- 
tion, containing about 43,000 square feet 
of floor space. 

A party of company executives came 
trom St. Louis for the occasion. The 
group included E. R. McCarthy, vice- 
president in charge of production; C. 
R. Gamble, vice-president in charge of 
sales; Don Hyman, service manager; 
W. J. Minier, head of the purchasing 
department; Walter H. Johnson, head 
of the United Men’s Division devoted 
to the production of boys’ shoes; and 
W. D. Rolfe, chief engineer. 





Harriett Porteous 
Joins Carlisle 


New YorK—Harriett Couplin Porte- 
ous joined the Carlisle Shoe Co. re- 
cently as manager of advertising and 
publicity and fashion counsel to the 





HARRIET PORTEOUS 


design department, as anounced by 


M. M. Stollmack, executive vice-presi- ~ 


dent of the firm. An associate to Mr. 
Stollmack, Mrs. Porteous will work 
closely with the sales division. 

Mrs. Porteous has had extensive ex- 
perience with advertising, publicity and 
merchandising of shoes. Before joining 
Carlisle she was for eight years adver- 
tising director for Johnson, Stephens 
& Shinkle Shoe Co. of St. Louis. This 
new position, she says, fulfills her plans 
for working out of the New York mer- 
chandising and style area. 

Mr. Stollmack has also made known 
a new divisional breakdown of operat- 
ing heads within the company in keep- 
ing with the firm’s plans for expanded 
production. The three new manage- 
ment divisions are manufacturing, sell- 
ing, and advertising and publicity. 
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CRYSTAL CLEAR 
” Lucite” 
SHOE STANDS 














| No. 72G—LADIES’ SHOE STAND 

| Mest beoutiful shoe stands mode. All 
| Lucite. Tilting top: 7 x S. 3 tier base: 
| Ss". %% sq. rod upright. Sizes 9°—i2"— 
1S"—Eoch $6.50. 


HECHT FIXTURE CO. 




















212 S. Franklin St., Chicago 6 














0 


STORE EQUIPMENT 
NOW AVAILABLE 
UNIT SHOE CHAIRS 








Triple Plated Guaranteed 
CHROME FINISH 


® STURDY STEEL TUBING © NO SAG SPRINGS 
Units of 2. 3, 4 & 6 Seats 
ot S17.50 per seot 
Net F.0.8. Phila. Plus Small Crating Chg. 
Seat 20/7" x 20/2". Back 20" x 17" 
Du Pont's “Cordorba™ Leatherette in Red, 
Blue, Green, Black, Brown 
INGBER EQUIPMENT CO. 
1037 RACE ST. PHILA., PA. 








Buy Savings Bonds 
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International Reports 
Gain of $1.62 per Share 


St. Louis, Mo.—In a message to 
stockholders included in the annual re- 
port of the International Shoe Com- 
pany for the fiscal year ending Nov. 30, 
1946, Frank C. Rand, chairman of the 
board and Byron A. Gray, president, 
mention the chaotic conditions with 
which reliable manufacturers of shoes 
were faced during the past year. 

While total shipments in dollars 
showed a decrease of $13,700,000, ship- 
ments of civilian shoes showed an in- 
crease of $34,400,000 in 1946, compared 
with 1945, military volume dropping 
off $48,100,000. 

The financial statement shows that 
$5,448,781 was transferred to surplus 
as the result of this year’s operation. 
This amount, equal to $1.62 per share, 
compares with a net profit of $5,568,- 
720, or $1.66 per share last year. 

Federal taxes on income resulted in 
a net credit to the profit and loss 
account of $2,152,414, compared with a 
net charge of $5,162,490 in 1945. 

Unusual conditions prevailed during 
the last weeks of the company’s fiscal 
year. Decontrol of hides, leather and 
shoes, just 31 days before this date, 
enabled the company to replace quickly, 
though at high prices, a large amount 
of inventories then valued ultra-con- 
servatively under the “last-in first-out” 
method. The result was a substantial 
charge to “cost of shoes and merchan- 
dise sold,” in the statement of profit 
and loss, with a favorable carry-back 
adjustment of excess profit taxes. 

The report states further that Inter- 
national’s post-war program of ex- 
panding factory facilities now includes 
12 new plants in Missouri, Arkansas, 
Kentucky and Tennessee. Of these 
nine are shoe factories, two are sole- 
cutting plants and one a tannery. 





“Foot Test Week” 
Promotion Started 


HUMBOLDT, TENN.—“Foot Test 
Week,” a promotional campaign for 
dealers of the O’Donnel!l Shoe Corpora- 
tion’s children’s shoes, has been dis- 
tributed for use in the early weeks of 
February, it has been announced. 

Dealers will receive the following 
aids for “Foot Test Week”: 1) Adver- 
tising carried in Parents’ Magazine. 
2) A mat inviting the customer to the 
store for a complimentary “Walk Test” 
for children. 3) A postal card, which 
the dealer can mail, announcing the 
“Walk Test,” and inviting to take ad- 
vantage of it. 4) A display card. 5) 
An instruction sheet, giving in detail 
instructions for conducting the “Walk 
Test.” 

The “Walk Test” consists of inspec- 
tion of the child’s feet, after removing 
shoes, pointing out malformations of 
bad walking tendencies, and then dem- 
onstrating the corrective features of 
the O’Donnell Proper-Bilt shoe. 
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Men’s Casuals 
California Process 


Smooth no merk sole finished like leather 






10 days net 
F.0.8. Chicogo 


Fabric upper—platform, 2 tone effect. 
No. 200. Rust & Brown. 
No. 20!. Wheat & Brown. 


SIZES: 6 to 10 and 7 to II. 
36-pr. or 18-pr. Lot 
immediate Delivery 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, Ill. 
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MEN'S HUNT PACS 








""HUNT PAC" 


12” HIGH-TOP OILED 
LEATHER BOOTS 


innersoles worn ever 2 pair sex 
* Sturdily constructed. 


Min. Order: 12 poirs. 
Packed 12 pairs as follows: 
16:17:38; 1/9:3 10;3 41 
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PRICE TICKETS bring sales! 


Many Colors—109 orices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 
20? So. STATE ST. CHICAGO 4 
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Another McNiftie 


Women's Chocolate Brown 
Leather Moccasin with 
Drawstring for snug 

fit; Orthopedic 

Rubber Sole. 


Sizes 4 to 9, M width 
86,00 
=. Net 


VERY 
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SHOE COMPANY 
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NEWEST and HOTTEST BUCKLE 
RHINESTONE SHOE ORNAMENT 
] First Quality Im- 
ported Crystal 
Stones. Set With 
mA Prongs on Gold & 
Silver Background. 


$g.40 per doz. 
immediate Delivery on Mail Orders | 





Write For Other Samples 


RHINESTONE CREATIONS 
751 N. 39th St., Phila., Pa. (EV 6-3280) 
C.0.D. Orders Given Prompt Attention 











Buy Savings Bonds | 
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Elected to Board of Directors 


St. Louis, Mo.—Paul Roberts was 
elected to the board of directors of the 
Rice-O’Neill Shoe Company at their re- 
cent annual meeting. Coming to the Rice- 





PAUL ROBERTS 


O’Neill organization as a salesman 
about three years ago, he later became 
sales manager and then was elected a 
vice-president in charge of sales, a divi- 
sion of the firm which he will continue 
to direct. 

Before coming to Rice-O’Neill, Mr. 
Roberts was associated with Burdine’s, 
of Miami, Florida, and with Miller & 
Rhoads, Richmond, Virginia, where he 
was buyer of women’s high grade shoes. 

Other members of the board of Rice- 
O’Neill announced following the direc- 
tors’ meeting were: Frank Rice, presi- 
dent; J. G. Jones, Jr., treasurer and 
general manager; Harry Williams, vice- 
president, and Charles Cobb and Wil- 
liam B. Delahunt as members. 





Wholesaler Featured 
In News Story 


BRISTOL, TENN.—The industrial sec- 
tion of the Bristol Herald-Courier re- 
cently devoted about two columns to the 
history of King Brothers Shoe Com- 
pany of this city, reputed to be one of 
the four largest exclusive shoe whole- 
salers in the country, with an annual 
sales volume, according to this paper, 
of almost $4,000,000. 

The company, says the newspaper 
article, “enjoys a unique distinction 
in that it was founded by two brothers 
(Anson and Edward W. King), is now 
headed by two King brothers, Herbert 
E. and George King; and two King 
brothers, E. W. II and Fred, son of 
Herbert, have now joined the firm as 
stockholders and directors preparatory 
to carrying on the family business when 
time’s turntable decrees the retirement 
of its present executives.” These two 
latter came into the business following 
their discharge from the armed forces. 

Other officers of the firm include F. 
C. Newman, vice-president and finan- 
cial officer; and Lee H. Strickland, 
sales manager. 
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GOOD GRADE, STURDY 
MOCCASINS 


BROWN COWHIDE 
UPPERS 





Immediate Delivery 


Men's Sizes 6'/2-12 .......... $2.00 
ED «goon ceneue 2.00 
eee 1.95 


Other type moccasins in stock 
Write for Folder 


CONJOR SHOE COMPANY 
287 Broedway New York 7, N. Y. 
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WOMEN’S SADDLE OXFORDS 


elk - BR -~s 
. tu 
year stitched, 
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$3.00 net 
Immediate Delivery 


Sizes 4 to 9, M and C widths. Semple pairs 
gladly sent on request. 


KRISCHER, ROGERS & FISCHER 
20 No. 4th St. Phile. 6, Pe. 











Sl i i ee eli eli dial 


MOCCASINS 


oe 6 





— or 








WOMEN’S MOCCASIN 


Hi grade smooth ° 
} Fe brown 
orthopedic rubber 
soles. 





Immediate 
Delivery 
M widths 
Sizes 4 te 8 
Brewn—7/00, White—710!, Brewn and White—7/@2 
Semple Pairs gladly sent on request 


KRISCHER, ROGERS & FISCHER 
20 No. 4th St. Phila. 6, Pe. 


$2.50 
aet 
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Foreign Shoe Men Visit Selby 


” 40 PorTsMOUTH, OHI0—Visitors from | » 4@ 
the far ends of the globe were received | 
recently at the Selby Shoe Company 
here. 
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BOWLING SHOES 
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Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes | | 


Union Made 


GCODWILL SHOE COMPANY | | 
Hollistoa, Massechusetts | 
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‘BOWLING OXFORD 
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H. O. PITTENDRIGH 






WHEN STYLE'S 


IN THE PICTURE | H. O. Pittendrigh, managing director 
of R. Hannah & Company, Ltd., in 


Ji Wellington, New Zealand, was one of ; 
gor the travelers from the Antipodes. R. 
e ere Hannah & Company own 42 retail 
w stores in New Zealand and distribute SENSATIONAL VALUE! 
Styl-Eez shoes, manufactured by their MEN'S HI BOWLING SHOE 
subsidiary company, Barker, Smith & 
Lynch, of Auckland, New Zealand. 




















WL BOUGLAS F SHOE CO. BROCKTON IS. MASS. 
New York Offices, 508-5 10 Marbridge Bidg . New York 1. N.Y. 
‘West Coast Offices, 401-402 Haas Bidg.. Los Angeles 14, Calif 
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Packed 24 pairs asserted sizes te case 
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Top Value 
by VoLx 








for the same fiscal year was $515,331.96. 
The balance of consolidated earned 
surplus of the company was shown, in 
ic the report, to have increased slightly 

ODD ENGEBRETSEN from $754,091.52 at the end of the 





fiscal year, 1945, to $769,947.48 for 
1946. 


Oslo, Norway, was represented re- : 
rR See 
A/S Salomon Skofabrik. Mr. Engebret- = si. letter to stoc oak P 4p 
“PATOMAC™ sen has completed negotiations for & _" (decontrol) . . we have been able 

° cense to manufacture -Eez 5 hs a 
Machine Sewn MOCCASINS shes in Norway. yo to operate under normal conditions. 


: ° While the price of hides is 75 per cent 
M-205 Women’s Brown... .2.60 pr. to 300 was cant Slates then Gosentied 








ia Lad — settee = ee | U. S. Leather Co. Shows under controls, our finished product 
cteeeee . ai ‘ is moving to market at commensurate 
“PATAPSCO" Million Dollar Operating Profit prices. 


New YorK—The operating profit “A point of real interest has been 
of the United States Leather Company, developed as a result of the war limita- 


Hand Sewn MOCCASINS 


ped sth Ey anew See — | according to the statement to stock- tions. A public which had rather taken 
, ee es ees 6 Se . “| holders for the year ended October 31, leather for granted, has been awakened 
Wholesale Distributors 1946, totaled $1,057,060.73. to the true value in healthfulness, 


P. H. VOLK & Co. With provisions for income taxes service and satisfaction, which only 
2-4 W. LOMBARD ST., BALTIMORE, MD. 224 inventories and contingencies, the genuine leather can provide in foot- 
| consolidated income of the company wear.” 
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et ll il i i ie tl 


MOCCASINS 


LO er er ee 









t . 


IN STOCK IN CHICAGO 








Women's 


BILLCO MOCS 


4 An unusually well built moccasin 
in Smooth Black Elk Leather with 
moccasin rubber sole. 


1294 


2%-10 days 
Sizes 4 to 9 M width .. . packed 36 pa'r 
cases . . . minimum order: 18 pairs ('/> 
case) 


t Immediate C elivery-2s:-10 F'et-20 FOB Chicago 








Casuals - Sport Shoes + Slippers 


, WILLIAM OHAN 


COMPANY 





Se 6 OP Oe 


SKI BOOTS 


OF 





SKI and CLIMBING BOOTS 


Rubber Cleated—G.!. Type 
* Army Retan 
Uppers 
Leother 
Felt Innersoles 
Grooved Heels 
Sizes: 5-9/; 
Widths: C or D 


$475 


pair 
Packed 12 pair 
te a case 






Gussets 





IN STOCK 
immediate 
Delivery 


101 Duane St.,N.Y.C 


ARNOFF SHOE CO., INC 





ee OF 


ee re re er 


MEN'S SNUGFIT RUBBERS 









CLOG Ne. 2068. %-e Sandals Ne. 
2070. $1.10 per pair. Terms 2% 10, 
F.0.B. Detroit. Packed 24 Pr. 

te Case 


. Asst. or solid sizes, 
small, medium end large. 
tn steck. Write or Wire. 


AMERICAN SHOE CO. 
25! W. Jeff. Ave.. 
DETROIT 26. MICH. 
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Joins Bristol Mfg. Corp. 


BristoL, R. I—L. J. Hansen, well- 
known canvas and rubber footwear 
salesman in the Middle West, has joined 
the sales force of the Bristol Manufac- 





L. J. HANSEN 


turing Corporation, here. His territory 
will comprise Ohio, Indiana, and Ken- 
tucky. Mr. Hansen’s entire business 
career of 33 years has been devoted 
to selling rubber and canvas footwear 
in the Middle West. 


Ray Schultz, Canada-Bound for 
F. C. Donovan, Inc.. Honored 


New YORK—A testimonial luncheon 
was given Raymond Schultz, who was 
to leave for Montreal, Canada, to as- 
sume administrative duties at the of- 





RAYMOND SCHULTZ 


fice of F. C. Donovan Plastic Products, 
Ltd., a subsidiary of F. ‘C. Donovan, 
Inc., by the Boot and Shoe Travelers 
Association of New York here at the 
Hotel Collingwood recently. 

Mr. Schultz, who was discharged 
from the Army in February, 1946, as 
a Lt. Colonel and who has just com- 
pleted a course of training for the 
Donovan Company, was presented a 
radio by William H. Burger, president 
of the association, as a token of es- 
teem. 

Mr. Schultz served 32 months in the 


7) 46 


Se 


SPORT SHOES 


er ee 





BROWN OR RED 


ELK SPORTS 
$3.75 






Available for Immediate Delivery 


No. 447—Red Elk 
No. 450—Brown Elk 


Sizes: $1, to 9 AA widths only 
4 to 9 B widths only 


Packed in case lots—36 pairs of 
a width 


PLOTKIN BROS. 


47 West 34th St., New York 1, N. Y. 











Army, a large part of which in the 
China-Burma-India theater where he 
met James F. Donovan, also a Lt. 
Colonel and son of F. C. Donovan, Sr. 
Mr. Schultz speaks Chinese fluently and 
impressed and amused the large at 
tendance of association members by 
addressing them in that tongue. 

The committees for the 41st anni- 
versary dinner of the Boot and Shoe 
Travelers Association, which will take 
place on April 29th at the Pennsylvania 
Hotel, in conjunction with the Shoe 
Fair, were announced at the luncheon. 
Chairman for the committees are as 
follows: D. E. Hoskinson, dinner com- 
mittee; William C. Monsees, Distin- 
guished Guest committee; Saul Foster, 
seating; George K. Burns, reception; 
Edward Brown, publicity; George A. 
Ecclesine, ticket sales; Barney Kimless, 
entertainment; and David Serling, 
program. 

It has been announced that the Col- 
lingwood Hotel will be the scene of 
daily luncheons, Monday through Fri- 
day, for members of the association. 





Buy Savings Bonds 








Boot and Shoe Recorder 











SS 








Maly 


GOLF SHOES 


i i i il 





MEN'S GOLF SHOES 


Style No. 2173 


$7.50 


PAIR 


® Leather Sole 
© Plain Toe 


© Blucher Model 
with Removable 






Sizes: 
6, te 12 


MARCH DELIVERY 


Pocked 12 assorted poirs to a case. 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 


ee re er re er re rer 


BOWS 


ee Or re er 


“GLAMORIZERS” 


by ACE BOws 








No. 95 


Genuine Block Patent. Block, Town Brown, 
Army Russet, Red, Navy Colf; Black, Brown, 
Novy, White Suede. Diamond Cut Rings— 
Gold or Silver. 


$6.60 per dozen. Terms: 2% 10 days 
(Twelve Pair Minimum Order) 
immediate Delivery. All Bows with Clips. 
Samples of other styles on request. 
ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 











Fe er er re er 


CAMP MOCCASINS 


eer rer ere ~~ 


BROWN SMOOTH RETAN 
Heavy Brown Orthopedic Rubber Soles 











Men's (with cowhide laces) 
Womens - 
r 3-5'2 
Alse Women's Grown or White Elk 
Sizes 4-9 $250 
IN STOCK—IMMEDIATE DELIVERY 
Packed 36 prs. of a run te a case 
TERMS: NET (0 DAYS F.0.B. N.Y. 
Look for us at Columbus and Tampa Shows 


POLONER SHOE CO. 


Sizes 6-11 $2.10 
a 2.00 
1.99 








156 Duane Street New York 13, N. Y. 
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Named Export Representative 


Of Leather Firm 


PHILADELPHIA, Pa.—The Surpass 
Leather Co. has designated Booth & 
Co., Inc., as its representatives for the 
sale of its leathers for export to all 





CHARLES L. WAGNER 


countries except Canada. Booth & Co., 
Inc., is an affiliated company with its 
headquarters at Ninth and Westmore- 
land Streets, Philadelphia. 

Charles L. Wagner, formerly export 
manager for Surpass Leather Com- 
pany, is vice-president of Booth & Co., 
Inc., in charge of export sales. 





Movie Stars Will Feature 
Moceasin Ads 


HONESDALE, PA.—William Manowitz, 
sales director of the Hussco Shoe Com- 
pany here, recently climaxed a two- 
week flying trip to distributors of the 





WILLIAM MANOWITZ 


company by a visit to the West Coast 
movie capitals, where he completed ar- 
rangements for the forthcoming 1947 
national magazine advertising for the 
Huskies moccasin. 

“Our ads,” Mr. Manowitz has re- 
vealed, “will feature Warner Bros. 
movie stars and their release will be 
timed with the showing of important 
pictures.” 


* 40 


ee ee ee 


X-RAY SHOE FITTERS 


ee 


PRIMEX. .. «1. «. 


most imitated shoe fitter. 
Our circular tells you why 
. s «6 Ua © &. -s 





PRIMEX EQUIPMENT CO. 
135 Se. LaSalle St., Chicago 3, til. 











CHILDREN'S SANDALS 





UNLINED ELK SANDAL 


Brown Sport Rubber 
sole and Heel 






4t Once 
Delivery 


$1.60 


Net 10 Davs 
F.0.8. N.Y 


Colors: White, Brown, Red 
Sizes: 5-8, 89-12, 12'2-2 
36 prs. to a run of color to case 
Look for us ef Columbus, O., Tempe, Fie. Shows 


POLONER SHOE CO. 


156 Deane Street, New York 13, N. Y. 





No. 1430 


Se OF re Oe 


RIDING BOOTS 


Se 





LADIES’ 
JODHPUR BOOTS 


mew. tee $5.65 


827, Black 
PAIR 


© Brown & Black 
© Packed 12 as- 
sorted sizes to a 
case 
MARCH 
DELIVERY 








4us 


Le 





ARNOFF SHOE CO., INC., 101 Dwone S* 


Re ee 


TENNIS SHOES 


Or Or ee ee 


MEN'S TENNIS OXFORDS 





$1.05 per pair 
Minimum quontity 12 dozen. $1.09 in smolier 
lofts. 
Blum Trading Co. 38 Hopkins Pi. Baltimore 1, Md. 
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SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 





































SALESMEN WANTED 


To sell on commission basis a Manufacturer's 
fast moving Line of Men's and Women’s Stitch- 
downs to retail trade in the following states: 
Pennsylvania, Maryland, West Virginia, Vir- 
ginia, North Carolina, South Carolina, Tennes- 
see, Georgia, Alabama, Mississippi, Louisiana, 
Arkansas, Missouri, Kansas, Oklahoma, Texas, 
New Mexico, Arizona, Utah, Idaho, Montana, 
Nevada, California, Washington and Oregon. 
Company features ads in National Shoe Maga- 
zines, Circulars. -Excellent opportunity for the 
right men. In applying state experience, age, 
















WANTED 


Aggressive Salesmen. Experienced Men 
to Sell Our Line of Shoes, Slippers and 
Casuals for Men, Women and Children. 


Following territories available: 


Oklahoma lowa 
Kansas Nebraska 
Tennessee North Dakota 
Kentucky South Dakota 
Georgia Minnesota 
Florida Wisconsin 
Alabama Ohio 
Mississippi Indiana 
Pennsylvania 


Write Giving Full Details of Experience. 
Sideline Men Acceptable 


GERDA COMPANY INC. 
158 Duane Street New York 13, N. Y. 








lines carried at present and references. Appli- 



















cations will be treated confidential. Address: 
Box #548, care of Boot and Shoe Recorder, 
10 High Street, Boston 10, Mass. 













LEADING MIDWEST WHOLESALER’S 
Line of Women’s Casuals, Sport Shoes, and 
Slippers— Popular Priced—5% commission; es- 
SALESMEN to carry EILEEN footwear acl | | Grin ase Te Lome e eee ohna. 
sively South Carolina, Georiga, Florida, Alabama, 
Mississippi, Missouri, Virginia, and West Vir- 


GROVES SHOE CO. fis _ Mis ._ 
GROVES SHOEMAKERS. INC. ginia. Advise in detail references, and 
. you cover. Address Box #511, care of Boot 


311 W. Monroe St., Chicago 6, til. | and Shoe Recorder, 209 South State Street, 
| Chicago 4, Illinois. 


SALESMEN WANTED 


HAVE OPENING FOR SEVERAL EXPERIENCED 








SHOE SALESMEN 


To represent, exclusively, nationally ad- 
vertised California Line of Women's and 
Growing Girls’ Casual Shoes, retailing 
at $7.95 and $8.95. 

Available Territories: 


1. Midwest. 
2. New York, New England and Southeast. 


Only well established men will be considered. 
Write full details care of 
Box 532, BOOT & SHOE RECORDER 
100 East 42nd Street, New York 7, N. Y. 
































SALESMEN!!! 


Wanted to carry a General Line of Shoes and Slippers for 
the entire Family. All territories open with exception of— 
Connecticut, New Jersey, Metropolitan New York area, Ohio, 
Westchester. Commission basis only. State age, experience, 
references and last position and employer. 


POWELL & CAMPBELL, INC. 


Established 1879 
122-124 Duane Street New York City 




















SALESMEN WANTED 


By Old Established Wholesaler. as 
a Main or Side Line of Infants’. 
Child's, Misses’, Boys’ and Growing 
Girls’ Shoes: also Tennis and Rub- 
ber Footwear and House Slippers. 
Territories: Maine, New Hampshire. 
Vermont. Connecticut. New York. 
New Jersey. Pennsylvania. Ohio and 
Maryland. References required. 
Address 553, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 








CLASSIFIED ADVERTISING RATES 










advertising except for reguiar advertisers on contract. 


















The rate for undi wages lassified advertising is 10 cents a word under any of our classified headings. Minim rate is $1.80 
for each insertion. hen a box number is desired, addressed to any of our offices, 12 words must be added for this and charged 
at the word rate. If advertiser’s own name and address is used, count each word (street number is one word) at word rate. 
Classified advertising is payabie in advance. Send check er meney order with your copy. No accounts are opened fer classified 


The rate for all displayed or boxed in classified advertisements is £7.00 an inch with a maximum of 46 words per inch. 
a Advertisements for this page must be in our New York Office 10 days preceding peblicatien date = 















Boot and Shoe Recorder 


































SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 











RECORDIA MFG. CO. INC. 


Has again increased the production 
of their famous Patented Sandal and 
now has an opening for a representa- 
tive for the West Coast. 


Young, aggressive salesmen with a 
large following throughout the entire 
shoe trade at the West Coast, who 
wish to have this outstanding Sandal 
Line as their main representation, on 
a commission basis should send full 
particulars to— 


RECORDIA MFG. CO., INC. 


142 West 14th Street, New York 11, N. Y. 








SALESMEN WANTED 


New York’s Leading Teen -Age 
Juvenile House, established over 
twenty-five years, featuring a com- 
plete line of Sport and Dress Shoes, 
has an opening for live-wire men 
with good following in States of: 
Virginia, West Virginia, Alabama, 
Kentucky, Tennessee, Georgia, Min- 
nesota, Indiana, Western Pennsyl- 
vania. 

Write, giving full details of present 
and past connections. 


Address 550, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 























SALESMEN WANTED 


To sell nationally advertised MARY JANE Shoes, 
America’s fastest popular price line of Ladies’ 
Novelty Shoes, Sports and Casuals. Our re- 
sources now enable us to increase the number 
of sales representatives in the following terri- 


tories: 


Pennsylvania, New York State, Mid- 


Cexutral States and North-Central States. This is 
an opportunity to tie up with the aggressive 
MARY JANE organization. Write today— 


MARY JANE DIVISION 


of 


JOHN IRVING SHOE CORP. 
109 Beach Street. Boston, Mass., c/o Sales Manager 











W ANTED 


EXPERIENCED pcALesEs; : 
Priced 


SALESMEN: Ohio-Pennsy! 


vania territory; Full 


EXPERIENCED SALESMEN 


To sell nationally distributed manu- 
facturer’s line of Women's Popular- 
Priced, High-Styled Dress Sandals and 
Evening Shoes. In-stock department 
maintained. Territories open: Texas 
and Oklahoma; Alabama and Louisiana; 
North and South Carolina; Georgia 
and Florida. Can be handled in con- 
junction with other non-conflicting 
line. Commission basis only. Suppiy 
references and list of accounts now 


selling. 
- Reply to 


HANNAHSONS SHOE 
HAVERHILL, MASS. 


co. 








SALESMEN WANTED 


To represent attractive Line 
GROWING GIRLS and Wom- 
en’s GOODYEAR WELT Sport 
Types and Walking Shoes for 
following territories: New Jer- 
sey, Maryland, Florida, Georgia, 
Alabama, Wisconsin, Minnesota, 
Tennessee, Kentucky and Upper 
New York State. 


, care BOOT & SHOE RECORDER 
Bosten 10, Mass. 


Bex 508. 
10 High Street, 








SALESMEN WANTED 


Reliable manufacturer of Women's 
and Misses’ Sport Oxfords, with large 
instock department, interested in 
capable salesmen for following terri- 
tories: Texas, California, Illinois, 
including Chicago and Milwaukee: 
Pennsylvania and Central New York; 
Washington and Oregon. Replies held 
in strict confidence. Straight com- 
mission basis. Some established trade 
in each territory. 


Address ‘Box 524, care BOGT & SHOE RECORDER 
10 High Street, Besten 10, Mass. 











ALESMEN WANTED BY ESTABLISHED 

FIRM to carry Side Line of Men's, 
men’s, and Children’s fast moving Sandals, 
pers, Playshoes, and Casuals. All 





To carry In-Stock Line of P time representative to sell old 
Infants’ Puritan Welts, Camp Moccasins, Chil | Line of Men's and Boys’ Work and Medium | °% Commission paid weekly on initial and re 
dren’s Sandals. Commission basis. Priced Dress Shoes. -“— salary = ex- tive. W ite fall recalar Address #501. 
Write giving territory and full information. penses. Give previous sales experience and ref- a Boot : ped "Rec rd 100 East 42nd 
Address #509, care Boot & Shoe oe 100 erences. “1 - JUNG SHOE MFG. CO., Street, New York 17. 
East 42nd Street. New York 17, N. Sheboygan, Wisconsin. = on 
SALESMEN! SALESMEN 


SALESMEN WANTED 


Wholesale Distributor of Women's 
Moccasins, Loafers, and Moccasin 
Type Shoes; also Men's and Boys’ 
Slippers. Correctly priced for 
large and small Retail operators. 
Only men with good following 
need apply. 

Address Box 549, care BOOT & SHOE RECORDER 

10 High Street, Goston 10, Mass. 











AN UNUSUAL OPPORTUNITY 


A leading St. Louis manufacturer of 


high-grade, perienced salesmen 
with records of successful achievements. 
Several established territories are avail- 


be promptly arranged. 
Address Bex 573, care BOOT & SHOE RECORDER 
1221 Leeust Street, St. Lewis, Me. 











Good territory still open. A new 
scientific Arch Support for the 
shoe; has the approval of physi- 
cians; better stores switching to 
this line exclusively. Carry as 
side line or exclusively; protected 
territory. A line you can be proud 
of. Reference required. 


WYANT MFG. CO. 
ANDERSON, INDIANA 
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SALESMAN WANTED SALESMAN WANTED | SALESMAN WANTED 











WANTED 


| who are ca table 
handle Sidline ot etlenshay > 


Ladies i x hy and Men's ® Slippers and 
Sandals, $7. ry retailers: to cover 
areas in sect, iddlewest, and Coast. 
Address pny BOOT & Ay RECORDER 
100 East 42nd Street. Now York 17, WN. Y. 








SALESMEN WANTED 


For the fastest selling Line of 
Women’s Popular Priced Novelties. 
wholesale distributors with factory 
connections. Territories open: 


New England Michigan 

Mississippi North Carolina 

Louisiana South Carolina 
Arkansas 


All replies confidential 


GREYCREST SHOES, INC. 
150 Lincoln St., Boston, Massachusetts 














ALESMEN WANTED BY A NEW YORK 

WHOLESALE HOUSE to carry a side line 
of popular price Women’s Novelty Shoes. All 
territories open. Commission basis. Address 
#552. care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





HOE SALESMAN—-with following on better 

grade, high-style shoes: South, Middle West. 
East. West: Commission basis. Write to: 
FLORADORA SHOE CORP. OF MASS.. 26 
Lansdowne Street, Cambridge, Mass. 


IDELINE SALESMAN. EXPERIENCED. 
~ for States of Ohio and Pennsylvania, Manu- 
facturer of Men's and Boys’ Casuals and Slip 
pers. Popular price; calling on volume accounts. 
APOLLO FOOTWEAR CORP., 514 West 
147th St.. New York 31, N. Y. 


SIDELINE SALESMAN, EXPERIENCED, 

for States of Ohio and Pennsylvania; Manu- 
facturer of Women’s and Children’s Casuals 
and Slippers. Popular price; Calling on volume 
accounts. VENUS SANDAL MPG. CO.. INC., 
598 Broadway, New York 12, N. Y. 


E, XPERIENCED, AGGRESSIVE SALES. 

MAN AND SAIES MANAGER living in 
New York City or the .Metropolitan area. for 
Medium sized factory making Women’s Slippers 
and Casuals. Full, confidential particulars in 
first letter. Address 2545, care Boot. & Shoc 
ee 100 East 42nd Street, New York 17. 

















ALESMEN CALLING ON RETAIL 
TRADE to carry in-stockk Line of Prewelts 
and Stitchdowns. Most territories open. 5% 
commission. Address #542, care Boot & Shoe 
oer 100 East 42nd Street, New York 17, 


ALESMEN WANTED IMMEDIATELY for 

Tennessee, Arkansas and part of Mississippi; 
also someone for Pittsburgh and West Virginia: 
Fast line of Women’s Dress Shoes. Casuals and 
Sport Oxfords, with a live and progressive 
house. Good opportunity for live wire to make 
permanent and profitable connection. State ex- 
perience and necessary reference in first letter. 
Address 2541, care Boot & Shoe Recorder. 100 
East 42nd Street. New York 17, N. Y¥ 








ALESMEN WANTED by long established 

Midwestern Manufacturer of Infants’ and 
Children’s Shoes and House Slippers for Wis- 
consin, Iowa and Minnesota: also for Michigan. 
Indiana. Ohio. Kentucky and Tennessee terri- 
tory. Commission basis. Address Box 2540, 
care Boot & Shoe Recorder, 209 So. State Street, 
Chicago 4, Ill. 





ARGE NATIONAL WHOLESALER has 

opening for shoe saleman to sel! general Line 
of Footwear to retail trade, Southern Wisconsin. 
Salary. expenses, plus bonus. Car furnished. 
Write status, age. experience, and income re- 
quired. Address: Box 3522, care of Boot and 
Shoe Recorder. 209 So. State Street, Chicagy 
4. Il. 


S ALESMEN WANTED by aggressive Bus- 

ton Wholesaler who desires experienced men 
to sell Women’s Novelties, Sports. Evening 
Shoes and other Specialties for retail at popu- 
lar prices. Full time selling required. Commis- 
sion basis only, payable twice a month. Terri- 
tories available as follows: Washington and 
Oregon — California, Nevada, Utah and Ari- 
zona — Idaho. Montana and Wyoming Colo- 
rado, New Mexico, North and Western Texas— 
North Dakota and South Dakota—Nebraska and 
lowa—Central and Southern Texas—Kansas, 
Missouri, Oklahoma and Arkansas — Minnesota 
and Wisconsin—-Illinois and Indiana—Ohio and 
Michigan—Pennsylvania and New York State— 
Maine, New Hampshire and Vermont — Con- 
necticut and Rhode Island. Write giving full 
particulars. Address: Box #539, care of Boot 
and Shoe Recorder. 10 High Street. Boston 10 
Mass. 





$10 Salesmen wanted to represent estab- 
lished well known Boston Shoe 
Wholesaler handling outstanding line of Sport 
and Novelties. Territories open: Maryland, Dela 
ware, Virginia; Michigan and Indiana; Ken 
tucky, Tennessee. Mississippi, Louisiana, IIli- 
nois, Wisconsin, Minnsota: Dakotas. Nebraska. 
Iowa; Idaho. Montana, Wyoming, Utah, Colo 
rado; West Coast. Have no objection te carry- 
ing non-conflicting line. Furnish full particulars 
in your application regarding accounts and ter- 
ritory covered, lines carried, etc. New England 
Shoe Co., 179 Lincoln Street. Boston, Mass. 





W ANTED- SALESMAN for Line of Men’s 

High Style Casuals. Must have following 
among better trade. All territories open. Give 
full particulars as to whether or not you now 
carry line of shoes as well as type of shoes 
now carried. Address #536, care Boot & Shoe 
Recorder, 100 East 42nd Street. New York 17, 
N. Y. 





ANTED — REPRESENTATIVES. TO 

CARRY LINE OF MEN'S FINE CAS 
UALS for export. Must have following. Ad 
dress #535. care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y¥ 





ANTED — A FEW MORE SALESMEN 

with established trade to sell Shearling Foot 
wear by Mid-Western Factory. established sev- 
eral years. Commission basis. Your reply held 
in confidence. Our salesmen know of this ad 
Give sufficient information as to territory con- 
cerned, etc., in first letter. Address 534. care 
Boot & Shoe Recorder, 100 East 42nd Street. 
New York 17, N. Y. 
SA! ESMAN WANTED to represent Children’: 

Stitchdown Shoe Manufacturer in Southern 
territory covering Jobbers and Chain Store: full 
time, travel from factory. Established accounts. 
Opportunity for right man. Address 2530, care 
Boot & Shoe Recorder, 100 East 42nd Street. 
New York 17, N. Y. 








ALESMEN WANTED, all territories onen 

for Job Lots of Ladies’ and Children’s Shoes: 
Commission basis. Address #528, care Boot & 
Shoe Recorder. 100 East 42nd Street. New 
York 17. N. ¥ 





Sal ESMEN WANTED to carry as a Side- 

Line. Line of soft sole Felt Slippers. We are 
manufacturers and would like representation in 
all territory. Commission basis. Address #527. 
care Root & Shoe Recorder, 100 East 42nd 
Street. New York 17. A 





ALESMEN WANTED: Distributor of Ladies’ 

Fast Styled Sport Oxfords wants side line 
Salesmen for easy to sell, competitive Line of 
3.00 retailers: Commission basis. Territories 
open: North and South Carolina, Georgia, Ala 
hama. Louisiana, Texas, Virginia and West 
Virginia. Oklahoma. Arkansas, Mississippi, 
Ohio, Ulineis, and Indiana. All replies con- 


fidential. Address 3526. care Boot & Shoe 
Recorder. 100 East 42nd Street, New Yerk 
17. N. ¥. 











ALESMEN W ANTED for Ohi io ond Indiana; 

also for Florida, Georgia and Alabama. to 
carry nationally advertised line of top auality 
Tuvenile and Growing girls welts, both Ortho- 
pedic and regular styles. Address Box 2521, 
care of Boot and Sho: Recorder, 209 So. State 
Street. Chicago 4. II. 














Buy Savings Bonds | | 


ONLY THE BEST 
SALESMEN WANTED 


for Baltimore, Washington, Vir- 
ginia, North and South Carolina, 
Ohio, Indiana, Kentucky, Michi 
gan, Tennessee, Mississippi. Illi- 
nois, Texas, Oklahoma. Arkansas, 
Louisiana. Well established fol- 
lowing. Commission to start— 
drawing after ability is proved. 
Give full particulars in reply. 


A. MELTZER 


26 No. Fourth St., Philadelphia, Pa. 














SIDE LINE SALESMAN WTD. 





S !DELINE SALESMAN for popular price 
ubber 


Men’s, Women’s, Children’s; also R 
Footwear. 5% Commission; all territories. Ad- 
dress Box 3497. Care of Boot and Sboe 
Recorder, 209 South State Street. Chicago 4, Til. 








SIDE LINE SALESMEN WANTED 


To handle Finest Line of Shoe 
Ornaments for America's Largest 
Manufacturer of 
BETTER SHOE BOWS. 


Following territory now open: 


New Mexico 
New 


Nebraska 
Okiahoma 


South Carolina 
South Dakota 


Tennessee 
Texas 


Uteh 
Vermont 
Virginia 
Wyoming 
Inquiries from Jobbers and 
Manufacturers invited. 


Address 546, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York, WN. Y. 


en 














FAcTorRY LINE. QUALITY SHEARLING 
HOUSE SLIPPERS, padded sole and Coli- 
fornia process—$4.00 and $5.00 retailers. All 
territories open. Men selected must be well 
established in territory. LOOMIS MFG. CO.. 
2900 So. Michigan Avenue, Chicago 16, Il. 





EADING WHOLESALER. expanding, wants 

salesmen for Children’s Shoes and Men's 
Casuals. Many territories open to men with fol- 
lowing. Address 2537. care Boot & Shoe 
Recorder. 109 East 42nd Street. New York 17, 
N. ¥ 





ARRY ONE SAMPLE, Men’s Army Shees, 

reversed upper. leather soles, hob nails. Ex- 
cellent for coal miners. farmers. etc. All ter- 
ritories open. PLATEILL SHOE CO.. New 
York. 
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HELP WANTED 





LINE WANTED 


FOR LEASE 








SHOE STRIPPINGS, : 
PIPINGS & 
BINDINGS SALESMEN— 


Also handbogs & Gloves. Commission Basis. 
All Territories Open. 


Box BSR Equity, 113 West 42 St., 


WANTED: | For Small Shoe Factory. 
can create. style, supervise, 
fabric leather footwear 
care Shoe Recorder, 
Street. wk 17, N. ¥ 


N.Y. 18 

















one who 
Start to finish. 
Address 2543. 
100 East 42nd 


and 
Boot & 
New Y« 








MANAGER For 
RETAIL SHOE DEPARTMENT 
In Large Specialty Store 
Paducah, Ky. 


Excelient salary and bonus 


ar- 
rangement. Experienced Retail 
Shoe Manoger preferred bur 


would consider experienced As- 
sistant. Apply in confidence. 


IRVING P. BRIGHT CO. 
Paducah, Ky. 














S HOE SALES MAN—Orthopedic, Men's. Wo 
men’s. Children’s 45 minutes Grand (Cen- 
tral. New York City =52: 


Address 3525. care Boot 
& Shoe Recorder, 100 East 42rd Street, New 
York 17. N A 








anutac 
Nationally Known 


turer, large Eastern City 
Line. Must be fully experienced, also able co- 


pies stcty mae and production. All re- 
plies s confidential. Give complete back- 
: wy F. plet 


Address Box 519. care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17. N. Y. 














LINE WANTED 








SHOE SALESMAN. 15 


now residing permanently 


W HOLESALE 


years’ experience. 
in Flerida, desires Manufacturer's Lines o 
merit and permanence Interested in Men’s 
Shoes. Boys’ Shoes, and Women's Casuals for 
Florida and Georgia. References supplied. Ad- 
dress 2517. care Boot & Shoe ecorder, 100 
East 42nd Street. New York 17, N 4 








MEN'S SHOES 
MANUFACTURERS 


YOU NEED an outstanding trov- 

eling SALESMAN, with person- 

ality, well liked, large following 

SOUTHERN STATES — Men's 

Stores, Shoe and Department 

Stores, and Chain Stores— 

I have the best references and 

I am looking for you. 

Address 515, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York, N. Y. 














POSITION WANTED 








TORE MANAGER. BUYER, MERCHAN 

DISING, dependable and aggressive: \ge 
39: twenty vears of retail shoe experience in 
Men's. Women’s, and Children’s shoes. Know 
the business thorouchly: Prefer South or any 
other pleasant locality Available after Feb 
ruary Sth. Address 2551. care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17 
_ = 





OUNG MAN. PRESENTLY EMPLOYED 

As Assistant Manager in ain doing One 
Million Dollars yearly business, wishes to make 
change. Long and extensive Fifth Avenue re- 
tail shoe experience. New York metropolitan 
area. Excellent references. Address 2544. care 
Boot & Shoe Rcorder, 100 East 42nd Street. 
New York 17, u. Y 











SLIPPER SALESMAN 


| want to make a change. If you 
are a volume MANUFACTURER 
of Better and Lower Grade 
MEN'S -BOYS' - WOMEN - CHIL- 
DREN contact me at once. Larg- 
est following in the SOUTH: 
traveling salesman, with best ref- 
erences. 


Address 520. care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, W. Y. 














FE. XPERIENCED TRAVELING SALESMAN. 

all types of shoes, requires additional Manu- 
facturer’s or Jobber’s Line for all or part of 
New England States. Travel by ar: have ref- 
erences. Address 2538, care Boot & Shoe 
Recorder, 10 High Street. Boston 10. Mass. 


ALESMAN. WITH CAR. WANTS FIRST 
S SHOE LINES for Midwestern territory. 
Address #531, care Boot & Shoe Recorder. 
100 East ‘$2nd Street. New York 17. N. Y. 











MEN’S § 
MANUFACTURERS 
| am interested in first class Line for ail 
SOUTHERN STATES. est following — 
SHOE—DEPT.—MEN'S—CHAIN STORES 
1-A References. 


Address 518. care BOOT & SHOE . om 
100 East 42nd Street, New York, 














FOR SALE 





FOR LEASE 
100% LOCATION 
TRENTON, N. J. 


Basement Store Formerly 
Occupied by Miles Shoe 


Preminent Street Floor 
Display Windows 


Occupancy July Ist. 
J. B. WILSON CO. 














Stete end Brvued Sts., Trenton, N. J. 
EW TUNIOR DEPARTMENT STORE in 
Mu mete Indiana, industrial automobile 
town of 50,000; will —_ lease Shoe Department 
volume operat » popular priced shoes 
WHY MU NCIE. INDIANA 


STORE, 








BUSINESS OPPORTUNITY 








ATTENTION MANUFACTURERS! 


Available to Manufacturers—ex- 
clusive designs of Women’s High 
Grade Footwear by well known 
Viennese designer. No two de- 
signs alike. They can be seen at: 


PRINCETON SHOE CO. 
112 West Broadway 
NEW YORK 13, WN. *. 














WANTED TO PURCHASE 





ARMY SHOES 


nt Men's Army Shoes. Re- 
—y — pa Continuous supply. 
SCHULTZ SHOE CO. 
908 N. 10th Street, St. Louis, Mo. 

















HOE FACTORY, fully equipped; orders on 

hand; desirable location; wants partner. in- 
vestor, or for complete sale. Address 2543, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


HOE STORE, CONNECTICUT; short 








store 





SHOE STORE WANTED. ANY LOCA- 
TION: Give full particulars. Address 2547, 
care Boot & Shoe Recorder, 100 East 42nd 


Street. New York 17, 








WANTED TO PURCHASE 


NOVELTY AND PLAY SHOES 


All grades, all kinds. Interested in all 
types but price must be low. Convert 
these slow moving items into cash. 

Write: P. ©. BOX 89, SYRACUSE, N. Y. 








hours; excellent profit; chance for ex 
Approximately $14,000 required. Address 2532. 
care Boot & Shoe Recorder, 100 East 42nd 
Street. New York 17, N. Y. 








NYLONS 


IMMEDIATE DELIVERY 
TURN TO PAGE 86. 


PARKER'S 


9040 Commercial Ave., Chicago 17, Mlinois 








Buy Savings Bonds 

















WILL PAY CASH 
FOR GOING FAMILY SHOE STORE, 
IN THE SOUTH, DOING $50,000 OR 
MORE PER YEAR. 


Address 516, core BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N.Y. 








WANTED 


Brown and Black, two and four 
inch Gore for Shoes, any quantity. 


Submit somples and lowest cash price 


529, care BOOT & SHOE +}. 
100 East 42nd Street. New York, N. Y. 











February |, 1947 


119 











LINE WANTED WANTED TO PURCHASE WANTED TO PURCHASE 



















































































































































aha ee TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
West Coast Shee Travelers Associates have capable Coavert inte cash—eny quantity 
Suey. A taviiete Geet Weer hae Gn YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
| Seeetaes to ieee Sevitrice cummantest Gt ense RELIABLE SPECIALISTS I FINE SHOES FOR 15 YEARS 
scasivens Geeearsneosrcees "tas || +. a a 
nee 6 oe 1215 Washington Avesse—St. Louis, Me. Contre! 4078 
MERCHANTS’ NEEDS | SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES 
QUICK ACTION — FAIR PRICES 
Wire - ‘phone or write immediately 
ee aa FINE FOOTWEAR 
Retloves Pressare, oa Bunion. Pre- OVER A QUARTER CENTURY 
Snape of Hides Deformity. MOSINGER BROS. 1235 WASHINGTON AVE. ST. LOUIS, MO. 
Ask Your Shoe Findings 
Jobber 
Bet. over 40 years 
THE FISCHER MFG. CO. 
BEFORE AFTER Milwaukee (i. Wis. | 
WE BUY BARIS BUYS 
_ | SURPLUS AND COMPLETE STOCKS Quality Shoes for Men, 
YOUR  Fotper showing | | OF BETTER GRADE SHOES a, 
MEXICALI SANDALS FOR CASH BARIS SHOE CO.. Inc. 
is available. Best quality hecraches, san- | | SHORT LEASES ASSUMED 79-81 Reade St., New York 7, N. Y. 
=< oo ome, women : Og YOUR NAME AND BRAND . 
ores . sent on request. Terms: PROTECTED 
— ; IRVIN RUBIN, INC. WILL BUY CLOSE OUTS AND 
“The House of Jobs’’ COMPLETE STOCKS 
89 READE STREET S. Quality Shoes for Men, Women and 
FIT COMES FIRST. How Yak Gy po FOR CASH 
Phone BARCLAY 17-7887 BROITMAN-GAFFIN SHOES, INC. 
with the original | 147 Duane Street, New York, 7. N. Y. 
SHOE DOCTOR SHRINKERS | 
| MY HOBBY 
| Buying, Selling Shoes for 35 years 
| oe MERCHANTS’ NEEDS 
HARRY HESS 
76 Reade Street New York 7, N. Y. 

Telephone: WOrth 2-896! / () fi ; 
sik aa Mats «.» Vdeas 
previded for hard-to-fit or FOR YouR 
ee eties cea, | | SET TOP VALUE! | Mansnaemeneninine 
with our specially pre In Selling Your 
pared fluids, give the e SURPLUS STOCKS or —" a 
Oy Page gy: Bey * COMPLETE STORE you advertise in newspapers 
dip oh the bask, or an ot CAMITTA SHOE CO. write tedey for free semples of 

ee the sides. Any fullness or 120 No. 4th St. Philo. 6, Pa. 
$45.00 wrinkles in leather or fab- Phene—LOMbaré 2008 1. Sterling Shoe Mat Service 
ric are easily shrunk with- A quarterly matrix service of corefully 
nt ge ane a — $82.50 (fluids written copy, photographs cad beouti- 
a yy oy CASH PAID FOR ful art work for direct mail ond news 
Send your order or write for detail information. caar an Ss fae & paper advertising. 
E. C. SMELTZER CO. UTS, LOTS 
121 E. Gist Street, Indianapelis, Ind. —" ‘SABIN, 2. je . Edwards Idea Clip- 
98 DUANE st. NEW YORK 7, N. Y. Actual newspaper tear sheets of ads 
Telephone WOrth 2-2515 of shoe stores; you select the exoct 
stores and cities int to 
WANTED TO PURCHASE | lore te athe te ar abate 
B . 
SELL YOUR JOB LOTS uy 
To VINCENT EDWARDS & CO. 
° World's Jargest advertisiag service 
aA COnTtA S sons) || Savings Bends || ——- 
. New York 13,N.Y. | | 
FOREMOST SHOE BUYERS SINCE 1906 | | 342 Madison Avenue, New York City 
COrtieadt 7-6373-9 























120 Boot and Shoe Recorder 














Ace —e ee cewasens«meeess - 115 


Adrian, M. B., & Sons X- my < Co. 96 
Air-Tread Shoe Corp. oa 23 
American Oak Leather Co. — 4 
American Shoe Co. ..... ° - 114 


Arnoff Shoe Co., Inc. 7 
101, 102, 106, 108, 111, 113, 114, 115 


Baris Shoe Compl&ny .... 79, 104, 120 
Bass, G. H., Co. . . oe 95 
Bates Shoe Company Sei ee ai cael ee 
ae ie Mts BOO Giincccccccess Oe 
Beckwith Mfg. Co. .. ........ s 
Blum Trading Co. .. ........ 6 ee 
Broitman-Gaffin Shoe Co. /3etleae ae 
Cambridge Rubber Co. ...........- ll, 15 
Camitta, Sam, & Sonms............-- 120 
Camitta Shoe Geass. ose . 120 
Cohan, William, Company eee 104, 114 
Colonial Tanning Co. ............ 22 
Gemter Gee GR. oc.es-ce-cccs - 112 
Coulson Heel Co. i we ute ee 26 
Craddock-Terry Shoe Corp. came 69 
Dewey & Fo Ghamteas Per 57 
Dougias, W. L., Shoe Co. aan - 113 
Mates, ©. A. GR «ee. b aiaaincices 122 
Se OO go vedes vaen cuss 120 
Florsheim Shoe Co. — ° 40 
Pe oe — | 
Friedman Hosiery Corp. ..... .94, 99 
Gallun, A. F., & Sons Corp. . 12 
Gerberich-Payne Shoe Co. Back Cover 
rda Footwear Co. ...........- 88 
Gillman Plastic Fixtures ........ 101 
Goodwill Shoe Co. .. ........ . 113 
Gregg Companies, Inc. ........ 20, 21 
Groves Shoe Company .. 006 ae 
ies ee Tee Ge ase. suanktcee’ Oe 
Hammond Moccasins, Inc. — : 9 
Hess, Harry ...... : . 120 
CE EE er 111 
Heywood Boot & Shoe Co...... i. $4 
Hobby Footwear Co. uceutes 87 
o 


Holland-Racine Shoes, Inc. ae 2 
Hubschman, E., & Sons, Inc. 2nd Cover 


Hussco Shoe Co. ... io-sen 
Ingber Equipment Co. .. ........ lll 
oapumem Ghee Ca. ..0...sc00s- coe 260 
Jarman Shoes o00 \ 5 «ceaeen co. ae 
Kandel Shoe Co. .... \ jo vee one 
Keith, George E., Se aa Fy) 
Kelly Rubber Co. saeen 1 AEE: $1 
Kolker, M., & C ca Saale -- 108 
Krischer, Kline - cons . 106 
Krischer, Rogers & Fischer ..._.... 118 
Lamet, Irving, Shoe Co. .. ... ... lll 
Landenberger, J. W., & Co....... 90 
Lederer Pow yw ee ee. én 101 
Levor, G., & Co., Inc.. wate 3 
Lion Sandal Company hk ahi clea tee 
Lyons & Company ...... 102, 121 
Marathon Sporting Shoe Co. ...... 102 
Pe Geee GI. cccecsceeces 108, 112 
as . “epee Rubber & Woolen Mfg 
Mosinger Bros. .. ans <eteted 98, 120 
Natural Bridge Shoemakers ‘ 69 
N. Y. Athletic Shoe Corp. ...... 103 
Ohio Leather Company ..... - 37 
Packard, M. A., Co. . cas — | 
Panther-Panco Rubber Co 3rd Cover 
Dees Gk, TOD csesscesces jancet Oe 
Parkers Hosi s+ sae: ee 
Patent Fabric Company doen s4ns «endl 
Peters Shoe Company slide aie Matias: 
Pfeiffer, Frank H., Co. ...... oso, a 
a Shoe Wholesalers 

th 7 taracttnae daumiehe eau - 33 
Pincus, Lester, Shoe Corp. .. ice, ne 
Plotkin Bros. ........ i. e-awiae’ 
Poloner Shoe Co. Bia ae ante 115 
Potvin, R. J., Shoe Co... .. svyeak [ae 
SE, MA <p etassccee«sokee ; 105 
Primex Equipment Co. vendé ~" - 115 
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Keep Smart With KIWI 


“Say, where did you get hep to KIWI, Mom?” 


“From your dad. He got the KIWI habit overseas in 
the last war. And we've been getting it from the shoe 
store ever since.” 


“I think it's tops. It's tull of rich oils and waxes that 
penetrate right into the pores of the leather and keep 
it soft and supple. Covers up those little nicks and 
scratches, too.” 


“Well, son, I'm glad you realize that smartness starts 
with a KIWI shine.” 


KIWI DARK TAN 


LIGHT TAN - MAHOGANY - OX BLOOD 
The ORIGINAL English STAIN shoe polishes 


Also KIWI BLACK + Brown - Tan - Transparent (Neutral) 


Non-stain shoe polishes Sole U. S. Distributor 





120 Duane Street 


————= 
Sor Paceattt 





Ru Tan Sraim Peel 


LYONS & CO. 








Queen Quality Shoes .............. 61 1} Taylor, E. EB., Corp. ...ccc.- cece 


| Trimfoot Company ........... seae 


Tweedie Footwear Corp. .. 44 
Red Goose Shoes ° Fe i oat ae 
Rhinest ti wade cage : 11 
oy AY pepe 1) do; | Unitea Last Company... 43 
United Shoe Machinery Corp 
ND seevtn 120 é. Th 30, 36, 89 
United States Rubber Co..... Front Cover 
-— 2 WR Chremient Ob ..... coos . 108 U. S. Shoe Corp. ........+«+- seni 65 
Sabie, BB. .c..-ccccce eacoeede ee 
Sandler of Boston ........ ---28, 39 | welva-Sole Co oe 85 
Scott Foot " Appliance Co. i Pye 96 | Vitality Shoe Co. See ey 1 
Selby Shoe Co. -s--sse-eee- 59 | Vogue Shoe Gonpesy paseo. 00-c00beg OO 
Service Manufacturing "Co.. In ~ : Volk, P. H, &C é 113 
Seventeen .. ° > osmaees 4, Vv F liance “Ci 97 
Smeltzer, E. C., Co... a | oot ABD as 
Smith, Barney & Co... ...... - 14 | 
Sporting Shoe Company .. ..... +. ae Walk-Over Shoes ..... 5 
Stetson Shoe Company ....... ae ae Well Built Shoe Co. ..... _ 31 
Swan Shoe Company ..... oc-co-ce 38 | Welk, ML EK Ghee Co. .....- 104, 120 
121 


























Etonic Easton Last 


Finest Fit in Footwear 


‘ 


Man’s Shoe! eee Timely styling at all Etonic National Advertising is Style News Throughout 
. y . The Year 
the crossroads of fashion . . . perfection of In Eoquire — The Magazine of Men's Fashions 
; ag ion. , special In Pic — The Magazine for Young Men 
finish - Fashion-molded separately sey In Newsweek —The Magazine of New Significance 
lasts to fit smoothly at arch, instep and ankle. And in The Nation's leading Newspapers Coast to Coast 


ETON. 


BOOTMAKERS SINCE 1876 ack Ziltug hoe 





MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A. EATON - FINE BOOTMAKERS SINCE 1876 
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THE NATION’S DOMINATING 
MAGAZINES ARE TELLING 


36,000,000 


READERS 
the Story of 


PANOLENE “7 


Pounding home month after 
month the convincing story 


of PANOLENE soles 


Panolene Division: Panther-Panco Rubber Co., Chelsea, Mass. 


in Canada: Panther Rubber Co. Ltd., Sherbrooke, Quebec 





Underestimate 


Just when it seems that nothing will ever make him slick up, along 
comes a little girl with a cute smile. Then there's the toss of a curl, and a mir- 
acle happens. But, seriously, boys today do know style, know the stores that 
always have just the “right” shoes. What a break that is for Gerberich 
Dealers selling America's Most Popular Line of Boys’ Shoes. 


BS 
wounr soy. rennsytvaniea Sf Cot ipewsc le 


Offices: New York, Marbridge Building, Room 405 + Los Angeles, 


219 West 7th St., Haas Building, Room 919 + Phila., Lafayette gp fg & 3 be a Co 
Building, Room 1025 ay = @ e ‘ 








